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Donohue Heads 
NALU Building 
Fund Committee 


24-Member Group Will Work 
With Campaign Director To 
Attain $505,000 Goal 


WASHINGTON—John C. Donohue, 
general agent of Penn Mutual Life at 
Baltimore and for- 
mer trustee of 
NALU, has_ been 
named chairman of 
the National Assn. 
of Life Underwrit- 
ers 24-member 
fund raising com- 
mittee for the 
campaign aimed at 
bringing in $505,- 
000 for remodeling 
and equipping the 
headquart- 
ers building here 
that NALU purchased earlier this year. 

The appointment of Eber M. Spence, 
of Indianapolis, retired vice-president 
of American United Life, as campaign 
director was reported in THE NATIONAL 
UNDERWRITER for May 23. 


Pritchard’s Views 


President Oren D. Pritchard of 
NALU said that “as a former two-term 
member of the NALU board of trustees 
and as a current member of the NALU 
building committee, John Donohue has 
intimate knowledge of our building 
project.” 

Vice-chairman of the campaign com- 
mittee is William E. North, New York 
Life, Evanston, IIl., secretary of NALU. 
Secretary is R. L. McMillon, Business 
Men’s Assurance, Abilene, Tex., a 

(CONTINUED ON PAGE 26) 


Hancock Names Bird 


V-P In Charge Of 
Western Operations 


William J. Bird, executive vice-pres- 
ident of the Greater Boston Chamber 
of Commerce, has 
been appointed by 
John Hancock as 
vice-president in 
charge of the west- 
ern office at San 
Francisco. He will 
join the company 
Oct. 1, and will 
head operations in 
12 western states. 

Mr. Bird has 
been chief execu- 
tive of the Boston 
chamber for four 
years. A national leader in chamber 
Work, he was formerly manager of 
external affairs of the U.S. Chamber of 
Commerce and editor of the Journal, 
National publication of American 
Chamber of Commerce Exezu‘i'c3. 
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LIC-ALC-LIA Group 
To Assist Treasury 
With New Tax Law 


A joint committee to deal with 
questions arising out of interpretation 
of the new life company federal in- 
come tax law has been appointed by 
the presidents of Life Insurance Con- 
ference, American Life Convention, 
and Life Insurance Assn. 

One important reason for the com- 
mittee’s organization is that’ the 
Treasury Department, which is in the 
process of preparing the tax return 
form and interpretation of the statute, 
has asked the Washington staffs of 
life insurance associations for assist- 
ance in pointing up various questions 
that it should consider. 


Three Functions 


The specific functions of the com- 
mittee are to assist and advise the 
Washington staffs of the associations 
(1) in the consideration of questions 
dealing with interpretation of the law, 
(2) in coordinating and considering 
such questions as may be raised by 
member companies and (3) in consult- 
ing with Treasury on the solutions of 
such questions. 

Called the advisory committee on 
interpretation of company federal in- 
come tax law, it has as chairman 
Henry F. Rood, senior vice-president 
of Lincoln National Life, 

Other Committee Members 


Other committee members are R. F. 
Aranow, tax attorney of Continental 
Assurance; Henry B. Armstrong, at- 
torney of Travelers; John Barker Jr., 
vice-president and general counsel of 


HEW Chief Strongly 
For Private Plans, _ 
Opposes Forand Bill 


WASHINGTON—Secretary Flem- 
ming of the Health, Education & Wel- 
fare Department this week came out 
flatly against the Forand bill providing 
hospital, nursing-home and_ surgical 
services for recipients of old-age and 
survivors social security benefits. 

His forthright stand at the House 
ways and means committee hearing on 
the bill was gratifying to the health 
insurance business, since up to that 
time the official HEW position had 
been, as one insurance observer put it, 
“strenuously non-partisan.” 

“We do not believe that HR 4700 pro- 
vides a_ satisfactory solution to the 
problem,” Mr. Flemming told a House 
ways and means committee hearing. 
“We are convinced that the objective 
of making adequate medical care 
reasonably available to our aged pop- 
ulation should, so far as possible, be 
achieved through reliance upon and 

(CONTINUED ON PAGE 26) 





New England Life; B. Franklin Blair, 
actuary of Provident Mutual, and Wil- 
liam Chodorcoff, vice-president and 
comptroller of Prudential. 

Also, C. G. Groeschell, comptroller 
of Northwestern Mutual; Norman M. 
Hughes, vice-president and chief ac- 
tuary of National Life & Accident; 
Paul E. Martin, administrative vice- 
president of Ohio National, and Wil- 
liam R. Shands, vice-president and 
general counsel of Life of Virginia, 

The committee held its first meet- 
ing in Washington on July 14. 


Zimmerman Calls 
Group Life Abuses 
Self-Limiting 


Tells Conn. Mutual Agents 
Threat To Present Status 
Will Cause Insurers To Act 


Fear of jeopardizing group life’s 
present tax status will probably cause 
group companies 
to stop “some of 
the more question- 
able practices,” so 
it is clear that the 
abuses of group 
are _ self-limiting, 
said President 
Charles J. Zim- 
merman at Con- 
necticut Mutual 
Life’s conference 
at Banff, Canada. 
It was attended by 
a record 425 
agents, who qualified by paying for at 
least half a million in the club year. 

“When group came into being,” said 
Mr. Zimmerman, whose company does 
not write group insurance, “neither 
the government in giving tax incen- 
tives, nor the companies, nor the em- 
ployers nor the employes expected 
some of the perverted uses to which 
group has been put. Unless they are 
eliminated, the government will take 
away some of the tax advantages 
group now enjoys. Facing this threat, 
the group companies themselves will 

(CONTINUED ON PAGE 24) 





C. J. Zimmerman 





Travelers To Build 
Tallest Office 
Building In L. A. 


Travelers will start construction this 
fall of a 22-story office building in the 
heart of the Mid-Wilshire district of 
Los Angeles. Cost is estimated at $15 
million. 

J. Doyle De Witt, president of Trav- 
elers, told a press conference at Los 
Angeles that about 70,000 square feet 
of space of the 452,000 square feet of 
space available in the new building will 
be used as quarters for the Los Angeles 
branch of the group. The remainder 
will be leased. 

Approximately 300 feet high, it will 
be the tallest office building in the Los 
Angeles area and represents the largest 
building project ever undertaken by 
Travelers outside of the home offices 
in Hartford. Completion date has been 
set for May, 1961. 

The entire project is being planned 
and designed by Welton Beckett & As- 
sociates, architects and_ engineers. 

Travelers entered California in 1878 
but the first branch in Los Angeles was 
not opened until 1906. Since that time 
five additional offices have been carved 
out of the territory originally served 
by Los Angeles. Other branches in 
Beach, 


San Francisco, San Diego, 


Sacramento, Van Nuys and Beverly 
Hills. 

Agency offices in the state are lo- 
cated at Bakersfield, Riverside, San 
Jose, Stockton, Pasadena, with a new 
one due to open soon at Santa Ana. 

In 1958 Travelers paid $2,369,522 in 
salaries in Los Angeles, compared with 








TRAVELERS LOS ANGELES 


$984,785 in 1948. Salaries paid in the 
state totaled $5,410,466 in 1958. Insur- 
ance benefits paid in the state totaled 
$61,410,446. Total life insurance in force 
in the state at year end was more than 
$1.9 billion. Travelers has $222 million 
invested in California, of which nearly 
$131 million is in mortgage loans. 





BRANCH—Above is architect’s drawing 


: : of Travelers $15 million, 22-story branch office building which will be erected 
California are at Oakland, Fresno, Long in Los Angeles. Construction on the building, which will be approximately 
300 feet high when completed, will begin this fall. 
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Chances Of Continuing 
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Inflation Called Small 


Following is the conclusion of the 
talk that Arthur Upgren, Bigelow 
professor of economics and director of 
the bureau of economic studies at 
Macalester College, St. Paul, gave at 
the recent annual meeting of the Mil- 
lion Dollar Round Table in Bal Har- 
bour, Fla. Include dare his diagrams 
showing the behavior of prices and 
other factors involved in inflation and 
deflation. The first part of the talk 
ran in the July 11 issue. 


In the First World War, our taxes 
covered only 32% of federal govern- 
ment expenditures. Credit, as a result, 
was greatly increased. We had infla- 
tion. The rise in the index for whole- 
sale prices was from 100 in 1913 to a 
peak of 247 in May, 1920. From 1914 
to 1920, the consumer price index, 
commonly called the cost of living, 
precisely doubled. 

This period of inflation was under- 
standable. It was our first experience 
with war since the war in 1861-65, 
more than 50 years earlier. In that 
earlier war, we issued greenbacks and 
prices tripled. In World War I we did 
not issue greenbacks, the obvious 
road to inflation, but we issued what 
were equally inflationary dollars. Fail- 
ing to cover more than one-third of ihe 
expenditures of the war from 1917 
through 1919, resort was made to en- 
larged bank credit supplies (instead 
of greenbacks). These produced the 
rise in prices so common in war and 
so uncommon in peacetime. 

Then in 1920, prices started to fall. 
Agricultural and wholesale prices fell 
sharply. The cost of living index de- 
clined 20%. From the low levels reach- 
ed in 1921, prices remained fairly con- 
stant through all of the 1920s. There 
was a modest decline of almost 5% 
from 1926 through 1929. Then came a 
severe decline in all prices so that the 
entire period of price decline may be 
regarded as lasting from 1920 to 1930, 
a 19-year period. (It is interesting to 
note that the cost of living declined 
about 16% from 1920 to 1922 and then 
declined an additional 25% from 1929 
to 1933. By 1940, the price level for 
ang +a of living had advanced barely 
Government Bonds To Banks 


In the Second World War, the fed- 
eral government covered 46% of its ex- 
pense requirements by taxation. As a 
result, the supply of credit was great- 
ly enlarged, the volume of bank 
deposits increasing from about $70 bil- 
lion for all deposits other than govern- 
ment deposits in 1940 to $170 billion 
in 1948. 

Here we see the inflationary finance 
story again repeated. Taxation. was 
low and the sale of government bonds 
was high. A very large share of these 
government bonds flowed » into the 
banks. This was possible because-de- 
valuation of gold and huge gold im- 
ports from 1934 to 1944 had more 
than quadrupled our stock of gold— 
the basic monetary reserve of the 
country. Consequently, despite in- 
creasing the reserve ratios required of 
banks, bank deposits could greatly be 
enlarged, were so enlarged, and yet 
the banks possessed thoroughly ade- 


quate reserves after this inflationary 
expansion. This was brought about by 
the sale of about $80 billion in govern- 
ment bonds to the commercial banks 
in the war years. 

With the end of the immediate post- 
war inflation in 1948, we entered upon 
our closest approach to a period of 
peace. Of course, the cold war then 
beginning was fanned temporarily into 
the red-hot Korean conflict in mid- 
1950. Prices now started behaving, that 
is after mid-1948, as they have in 
other postwar periods. 

From the late summer of 1948 to 
early 1950, the consumers’ price level, 
popularly called the _ cost-of-living 
index of prices, fell 4%. To be precise, 
the index had reached 104.4 in August, 
1948, and it fell to 100.4 in January, 
1950. For this index the average for 
the three years, 1947-1951, is taken 
as 100. 


The Forgotten Price Drop 


Here, interestingly and significantly, 
but without the American memory 
apparently recalling the fact in any 
way, prices fell half as much as they 
have now more recently risen since 
March, 1956, to late 1958. Everyone 
knows of course that we have had 
nothing but persistent inflation in 
recent years whereas, leaving out the 


period of the Korean conflict, this is 
(CONTINUED ON PAGE 26) 


Prudential Contract 
Negotiations Resumed 


Representatives of Prudential and 
Insurance Workers International Un- 
ion (AFL-CIO), for some 15,000 Pru- 
dential agents, resumed negotiations 
after a weekend recess. Contract talks 
have been going on since June 8, and 
have continued past the previous con- 
tract’s expiration date of July 5. Mean- 
while, Prudential agents are staying 
on the job, awaiting the outcome of the 
talks. 


K.C. Life In Force Up 


Insurance in force of Kansas City 
Life increased $21.5 million.in the 
first six months of 1959. Total in force 
is now $1,341,600,000. 

National Selective Life of Alabama 
has moved into its recently purchased 
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vice-president. 


The 1959-60 officers of New York City Life Underwriters Assn. pose for ih 
first group portrait after election at annual meeting in the Hotel Edison. Seat 
from left, are Stanley R. Wayne, Mutual Benefit Life, president, and Cha 
Anchell, New York Life, immediate past president. Standing, from left, 
Gerald H. Young, Prudential, treasurer; Alfred S. Howe, Connecticut Mut 
Life, public relations vice-president; Robert I. Curran Jr., Massachusetts Mut 
membership vice-president; Gerard B. Tracy, National Life of Vermo 
educational vice-president, and Harry Phillips 3rd, Penn Mutual, administrati 





FIRST BOSTON STUDY 


Life Company Stocks 
Appreciated 42.5% 
In 1958 On Average 


Life company. stocks appreciated an 
average of 42.5% during 1958, accord- 
ing to the 1959 edition of.“‘Data on Se- 
lected Life Insurance Company Stocks,” 
published by First Boston Corp. 

The 22 companies ‘covered in the 
study are selling at. an’ average of 22 
times reported net gain from.insurance 
and 15.9 times adjusted net gain. Tie 
study shows that the stocks of these 
life companies are selling, on the aver- 
age, at 151% of total estimated equity 
and produce yield of 1.1%. 


Cash Dividends Small 


“Most life insurance’tompanies,””’ the 
booklet states, “continue to pay out 
small cash dividénds in relation to net 
gain from insurance—the current aver- 
age for these °22 companies is 22%. 
However, many of the companies have 
declared or have announced stock divi- 
dends within the past year.” 

The past year was the eleventh con- 
secutive year in which an increase was 
reported on the gross rate of return 













Haardt Building in Montgomery. earned on life company assets. Tis 
Results For First Six Months Given 

1959 1958 1959 1958 In Force 

New Life New Life In Force In Force As Of 

Ins. Bus. Ins. Bus. Increase Increase 6-30-59 

$ $ $ $ $ 

I ans ca oiabasemebisthnnnncaelas 204,419,719* 163,457,344* 102,133,834 69,928,691 1,629,621,074 
Columbus Mutual 29,862,221 27,038,429 10,537,565 6,208,317 510,632,319 
» Fidelity Mutual .... 66,606,430 65,896,759 39,097,554 39,014,916 1,193,596,862 
Franklin Life ...... 433,290,099 317,393,657 219,580,148 136,356,078 3,385,831,749 
Industrial Life .............. 51,971,833 50,586,143 41,622,143 34,815,039 sc seesceccecceseees 
Jefferson Standard .... 111,543,762 105,988,286 52,045,059 44,277,506 1,855,916,597 
Fansas City Life ........ 70,970,718 71,915,197 21,898,349 21,071,202 1,341,994,866 
L’berty National ..... 104,290,298 86,561,038 57,321,229 48,545,951 722,383,801 
London Life ............... 405,140,114 317,298,045 305,474,587 208,965,280 4,919,780,601 
Minnesota Mutual .. 127,335,629 209,387,883 66,906,337 164,759,078 2,191,535,329 
~Monumental Life ............ 70,750,000 72,550,000 30,100,000 15,950,000 1.075,740,000 
Mutual Life of Canada ......... 166,812,934 177,526,731 118,507,277 130,347,342 2,770,962,080 
North American of Canada _ 141,934,093+ 113,043,126 96,457,500 77,367 647 1,436,026,783 
Northwestern Mutual 457,927,602 380,602,050 279,834,304 211,215,135 9,616,108,708 
Northwestern Nationa 159,699,613 116,289,753 114,967,832 82,709,149 2,085,551,523 
Ohio National .......... 80,073,228% 70,992,285 49,211,936 46,490,735 996,289,757 
Peoples Life .......... 39,744,429 18,462,074 29,519,046 335,459,650 
Phoenix Mutual .. 166,502,987§ 76,779,925 104,862,646 2,097,713,730 
Security Life & Trust ........ 208,909,149 ~ * 155,571,330 70,266,412 42,706,232 1,041,404,165 


*Includes $9,661,081 revivals and increases*in 1959’ and S12, 492,740 in 1958. 


+Includes $13,258,600 revivals and increases. 
tIncludes $4,857,458 revivals and increases. 


$Includes $2,038,101 revivals and increases in 1959 and $2,172,520 in 1958. 


rate, which stood at 3.18% in 19} 
increased to 3.85% in 1958. “In view; 
continuing higher interest rates a 
considering the upward momentum 
the return being earned on life ins 
ance investments, a further rise in t 
average gross return to about 4% f 
the full year of 1959 is anticipated,” t 
study says. 

Effects Of Income Tax 

The study goes on to discuss the pos 
sible effects of the new federal inco 
taxes on life companies. 

The 99-page book contains detail 
descriptions of 22 companies and givd 
statistical tables covering their busine 
for five and 10-year periods. 

Companies covered in the study re 
resent “a substantial cross section 
life insurance companies whose stock 
are publicly held and in which the 
is a general market interest.” The com 
panies are Aetna Life, Bankers Natior 
al, Business Men’s Assurance, Califor 
nia-Western States, Commonwealt 
Life, Connecticut General, Continenté 
Assurance, Franklin Life, Gulf Lif 
Jefferson Standard, Kansas City Lif 
Lincoln National, Liberty Nationé 
Life of Virginia, Massachusetts Indem 
nity & Life, Massachusetts Protectiv: 
Monumental Life, National Lifé & At 
cident, Southwestern Life, Travele 
end United States Life. 


Wood Is Scheduled 
To Address WLRT 
During NALU Meeting 


J. Harry Wood, managing director ¢ 
LIAMA will be the speaker. at th® 
Women Leaders Round Table dinne: 
Sept. 21, at the NALU convention i 
Philadelphia. 

Mr. Wood is the fourth NALU cot 
vention speaker to be announced. Oth: 
ers are Gen. Mark W. Clark, Worl 
War II and Korean War military lead- 
er; David E. Kilgour, president ¢ 
Great-West Life, t Hodges, 
New York Life, Austin 

Suzanne Audet, Prudential of Eng 
land, Quebec, is chairman of WLRT. 


















Independent Life & Accident “| 
Louisville has been licensed in Mot 
tana. 
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Tucked away in a Philadelphia suburb is a col- 
lege without a classroom or campus. Yet this unique 
educational institution has had a profound profes- 
sional influence on the life insurance industry. 

It is the American College of Life Underwriters, 
founded in 1927 to establish a professional stand- 
ard of education in life underwriting. In pursuing 
its noble aims the college finds itself active in many 
areas: encouraging and fostering the training of 
college students for a life insurance career . . . coop- 
erating with colleges and universities in general 
life insurance education for laymen . . . promoting 
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research and preparing text books and other essen- 
tial materials. 

But the college is perhaps best known as the or- 
ganization that grants the designation, “C.L.U.” 
Because of the high standards it set — and insists 
on maintaining — the Chartered Life Underwriter 
is recognized as a life insurance advisor who has 
attained true professional stature. 

The Travelers is proud of its agents and staff 
men who are members of the Travelers C.L.U. 
chapter. 

We salute The American College of 
Life Underwriters on its 32nd Anniversary, 


ONE OF THE LEADING LIFE INSURANCE COMPANIES 
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Says N. Y. High Cash Value Curbs 


Won't Cripple F inanced Insurance 


By ROBERT B. MITCHELL 


NEW YORK—Critics of financed life 
insurance who predict that the expected 


New York depart- 
ment restrictions 
on high early cash 
value policies will 
put a serious 
crimp in financed 
insurance sales are 
indulging in wish- 
ful thinking, in the 
opinion of Merril 
P. Arden, general 
agent here for 
National Life of 
Vermont and pres- 
ident of Assn. of 
Advanced Life Underwriters. 


. se 


Mr. Arden predicted that the great 
majority of policies for which financing 
is advantageous to the buyer will be 
financed by bank loans or in other 





Merril P. Arden 


ways, such as policy loans on existing 
insurance, just as they were before the 
high early cash value policies were 
brought out a few years ago and made 
policy financing virtually effortless. 


Sees Marginal Operators Vanishing 


Asked about the probable effect of 
prohibiting a company from offering 
higher and earlier cash values on some 
policies than on others it sells, Mr. 
Arden told THE NATIONAL UNDERWRITER 
he believes the only result will be to 
shake out what he called the marginal 
operators in the financed insurance 
field. This doesn’t mean, he _ ex- 
plained, that they are marginal agents, 
for they may be well established, 
prosperous career life insurance pro- 
ducers. But they are marginal as 
respects financed life insurance be- 
cause they lack contacts, actual or 
potential, who could buy financed life 
insurance advantageously. 


Instead, these marginal operators 
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Important among the vast number of sales aids made 
available by the Equitable Life of Iowa is its Direct 
Mail program. Accorded an award by the Life 
Advertisers Association, and successfully proved in 
‘ the field, this program is one more valuable help 
to the Career Life Underwriter along the 
RIGHT ROAD to profitable selling. 
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have been selling financed life insur- 
ance as an easy sale to great numbers 
of persons who should not be buying 
it and who in general probably have 
a seriously inadequate idea of what 
they are letting themselves in for. 
Often the agent who is selling it 
doesn’t know either. 


Specialists Sell The Most 


Mr. Arden said that while the 
number of such sales has been great, 
the big volume of insurance has been 
and will continue to be sold by spe- 
cialists who sell financed insurance to 
prospects who are in a position to use 
it to their advantage and moreover 
are equipped to understand the de- 
tailed and somewhat complex ex- 
planations that are involved. More- 
over, in most cases, particularly those 
of any substantial size, the buyer has 
his accountant and lawyer check the 
figures meticulously. 

With the more affluent type of 
prospect, the one who is in a high 
enough tax bracket so that the tax 
saving is an important consideration, 
there are usually various sources of 
financing available for the first one or 
two premiums. For the small buyer, 
however, said Mr. Arden, the use of 
life insurance cash values as collateral 
may mean that he is invading just 
about the only financial backlog that 
he possesses. He could be seriously 
pinched if the calculations on which 
he based his purchase of financed life 
insurance were not completely borne 
out by the results. He might find after 
six or eight years that he had a tiger 
by the tail—particularly if he had in 
the meantime become uninsurable, 
whereas the well-heeled buyer often 
has various other sources of funds that 
he can draw on. 


Many Lack Reserves 

Recalling a recent Life magazine 
article on the surprising number of 
high-income men who have virtually 
no cash reserves, and shockingly in- 
adequate life insurance, Mr. Arden 
said financed life insur2nce offers a 
way of at least correcting the life in- 
surance inadequacy in such situations. 

As an example, he took a man with 
$100,000 of life insurance, annual 
premiums of $2,200, and cash values 
of $10,000. His dividends and annual 
increase in cash values amount to 
$10,000, so he needs only $400 a year 
to take care of premiums on the old 
insurance. With the $1,800 thus re- 
leased he can buy about $100,000 ad- 
ditional insurance on the bank-loan 
plan and cover 10 to 12 years’ interest 
payments. In this way, he can nearly 
double his protection at the outset 
without increasing his annual out-of- 
pocket cost. 


Antedated High Cash Values 


“This is the classic way of selling 
bank-loan insurance,” said Mr. Arden. 
“It’s the way all the pros were doing 
it for years before the high early cash 
value policies came along.” 

Mr. Arden conceded that it does 
compound what the New York de- 
partment regards as a serious aspect 
of the minimum deposit matter—the 
stripping of old life insurance policies. 
He said it opens the way for un- 
scrupulous salesmen to use the famil- 
iar half-truths like “your cash values 
die with you,” “the company pays you 
no interest on your cash value,” and 
“it’s your money but if you take it 
out you have to pay interest on it.” 

“This only means,” said Mr. Arden, 
“that there are unsound as well as 
sound men selling financed life insur- 
ance. But it doesn’t mean that there 
aren’t a great many situations where 
financed insurance is the logical sale 
and very likely the only possible sale. 





Why do I say that? Because so ofte, 
even the higher-income man carn only 
buy the life insurance he lacks p 
using the cash values of his oid ip. 


surance to help him. Many people wij’ At So 


buy on this basis when they can’t q, 
won’t buy on the convential basis", 


Not only will New York’s expectg 
restrictions fail to put a serious crim 
into financed life insurance sales by 
these sales should actually increag 
in spite of the elimination of marging 
operators, Mr. Arden feels. However 
it would be a different story if th 
federal government should succeed jp 
getting the interest on financed jp. 
surance disallowed as an income tax 
deduction. 


Two Factors Should Help 


Two things, he said, can be helpfy 
government. One is help from Ameri. 
can Life Convention and Life Insy. 
ance Assn. These organizations ha 
their hands full with the tax bill re. 
cently signed by the President but now 
the struggle is over. As a matter of 
fact, the associations have already 
come out with a statement opposing 
the denial of the deduction, he com. 


mented, but until then AALU had ty 


bear the brunt of the battle for the 
deduction on financed insurance. 
Second, there is the fact that the 
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new, higher tax on life companig 
tends to take the spotlight off the 
general subject of income tax aspects 
of life insurance. Rightly or wrongly, 
there was a tendency in Congress ty 
consider that the life insurance busi- 
ness was not paying enough federal 
income tax and the tax deduction 
under financed insurance tended to 
probably otherwise would have, Mr. 
come in for more criticism than it 
probably otherwise would have, Mr. 
Arden feels. To the extent that this 


may have intensified the heat on the 
financed insurance tax deduction, 


there should be a corresponding less- }. 


ening of it now. 


La. Credit Life Company Formed 
Bankers Life of Louisiana, a new 
credit life company owned primarily 
by members of the Louisiana Bankers 
Assn., has received its charter from the 
secretary of state. Incorporated in 
Ruston with $302,400 in capital and 
surplus, its original subscribers to the 
stock include 164 bankers representing 


74 banking institutions throughout the f 


state. 


Senate Ends Keogh Bill Hearings 
WASHINGTON—The Senate finance 
committee concluded hearings | this 
week on the Keogh bill or self-em- 
ployed individuals’ retirement act. 
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SAN FRANCISCO—A series of si- 
multaneous sessions on employe bene- 
fit plans, individual A&S and ordinary 
insurance, together with a panel dis- 
cussion on the cost of medical care, 
featured the western regional meeting 
of the Society of Actuaries. About 225 
members and guests attended. 

In the absence of the society’s pres- 
ident, Pearce Shepherd, Prudential, 
one Of the society’s vice-presidents, 
James E. Hoskins, who recently re- 
tired from Travelers, opened the meet- 
ing. G. E. Cannon, Standard of Ore- 
gn, and W. A. Milliman of Milliman 
& Robertson, presided over the infor- 
mal discussions. 

In the discussion of a paper by J. 
¢,H. Anderson on gross premium cal- 
culations and profit measurement for 
nonparticipating insurance, S. A. Rob- 
ertson, Milliman & Robertson, re- 
marked on the great potential of the 
tehniques described, but questioned 
whether profits should not be related in 
sme manner to the degree of risk in- 
volved. Both Mr. Robertson and H. J. 
Fisher, Occidental of California, 
pinted out that the apparent profits 
might be artificially affected by annual 
statement requirements. H. M. Sarason, 
cnsulting actuary, remarked that 
much attention had been focused on 
mortality and interest trends and not- 
ed the importance of considering re- 
newal expense trends and the effect 
of the new increased federal income 
taxes. 
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Comments On Tests 


E. F. Estes, Bankers Life of Iowa, 
commented on the importance of mak- 
ing tests as to the effects on premiums 
of varying the different basic assump- 
tins, and of considering competition. 
E.A. Green, John Hancock, mentioned 
the possibility of allocating interest 
eamings to plans of insurance by a 
generation theory, so as to reflect the 
actual rates currently being earned on 
new investments. 

J. A. Fibiger, Bankers Life of Ne- 
braska, in discussing an actuarial note 
on major medical expense insurance, 
suggested the possibility of expressing 
the benefits under various plans of 
such insurance as a_ percentage of 
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some standard plan, based on relative 
cost of the benefits. C. H. Wain, Pru- 
dential, remarked that considering the 
many possible sources of large losses 
on medical expense insurance, the 
size of the level premium reserves to 
be set up was of minor importance. 

The session on ordinary insurance 
and annuities was presided over by 
M. T. Lake, Occidental Life. W. A. 
Thompson, New York Life, said an 
analysis of his company’s 1958 expe- 
rience under pre-authorized check 
business indicated that it is drawing 
close to the expense savings antici- 
pated. With regard to salary allotment 
business, it justified a reduced pre- 
mium by fixing the minimum monthly 
premium per case at $75. L. F. Sle- 
zak, Occidental Life, said although the 
company had not yet written a suffi- 
cient volume under the preauthorized 
check plan to attain expense savings 
anticipated, volume is increasing faster 
now due to policies changing to this 
method of payment. 


Cites Pressures From Agents 


R. P. Walker, Wisconsin National, 
cited pressures from agents to use the 
same loading on cases which did not 
meet the minimum premiums. H. F. 
Road, Lincoln National, emphasized 
the necessity of adopting realistic fac- 
tors in determining nonparticipating 
premiums, if the actuary is to know 
how much margin is in the rates. R. 
C. Guest, Massachusetts Mutual, de- 
scribed his company’s one year term 
dividend option practices and stated 
that it no longer permits attaching the 
option to existing policies. 

S. E. Tinker, Bankers Life of Iowa, 
F. W. Clark, Lincoln National, and 
H. C. Dunkley, North American, dis- 
cussed their companies’ guaranteed 
insurability riders. J. C. H. Anderson, 
Bowles, Andrews & Towne, spoke on 
considerations involved in obtaining 
approval from state insurance depart- 
ments. 

W. A. Thompson gave some statis- 
tics on the company’s withdrawal 
experience and cited introduction of 
the family policy and the recession 
as two important factors contributing 
to the marked increase in lapse rates 


over the past few years. Mr. Fisher 
summarized the results of a recent 
analysis of his company’s lapse ex- 
perience. J. C. Noback, Northwestern 
Mutual, felt that the lapse rate de- 
pends largely on how well the agent 
qualifies his prospect. Mr. Wain said 
his company studies its withdrawal 
experience by region and is experi- 
encing lower lapse rates in the north- 
ern regions. 

In regard to guaranteed issue, H. 
L. De Prenger, Continental Assurance, 
quoted the mortality levels required 
to give a financial experience equiva- 
lent to that obtainable from conven- 
tionally underwritten business. 

Mr. Wain stated that the trend in 
the costs of medical examinations, 
special tests and attending physician’s 
reports is generally upward and cited 
some of the measures taken to keep 
underwriting costs down. R. C. Tookey, 
Lincoln National, discussed the pres- 
sures for higher medical examination 
fees and said the companies should 
promote better mutual understanding 
between the industry and medicine, 
reduce the number of fill-ins on the 
forms to an absolute minimum, and 

(CONTINUED ON PAGE 18) 
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Record 350 Attend 
Annual Convention 
Of Lutheran Mutual 


Some 350 agents and their wives 
made a record crowd at the 1959 con- 
vention cf Lutheran Mutual Life in 
Waterloo, Ia. Speaker was R. L. Mc- 
Millon, district manager at Abilene, 
Tex., of Business Men’s Assurance. 
He is a trustee of National Assn. of 
Life Underwriters. 

After registration and a mixer, 
business sessions were directed by 
Benton Luedecke, general agent and 
president of Lutheran Mutual Under- 
writers Assn. 


Recognitions And Awards 


A banquet, entertainment and dance 
highlighted the event at which rec- 
ognitions and special awards were 
made by Walter G. Voecks, company 
president. Wayne S. Bishop of the 
Elba Corp. moderated a panel discus- 
sion on audio-visual selling. An open 
house was also held at the company’s 
recently enlarged, remodeled home 
cffice in Waverly. 
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usiest 


Comparable year-to-date figures continue to show that 
Central Life’s sales consistently run well ahead of the life 
insurance industry as a whole. There are several reasons 
why this is so— and Central Life agents agree that an 
important one is true graduated premium on all plans 
(except single premium). The quantity discount idea, first 
introduced in the United States by Central Life in 1955, 
is another example of the sales-minded leadership that’s 
making “One of the Best” one of the busiest, too! 
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at the expense of financial security $165 Million 
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Lynch Named V-P At 
Pru, Ingram Takes 


Over 2nd V-P Post 


Prudential has elected William P. 
Lynch, 2nd vice-president at the north- 





William Ingram Jr. 


William P. Lynch 


eastern home office in Boston, to the 
post of vice-president. Named 2nd 
vice-president to succeed Mr. Lynch 
is William Ingram Jr., executive direc- 
tor of agencies at the southwestern 
home office in Houston. 

Mr. Lynch, who joined Prudential 
in 1937 as an agent at Jersey City, will 
assist Paul B. Palmer, vice-president, 
in the administration of the district 
agency department. 

Mr. Lynch was elected 2nd _ vice- 
president in 1949, becoming at age 32 
the youngest man in the company to 
be named to the position. He headed 
the agencies services department at 
the home office until 1955, when he 
transferred to the south-central home 
office at Jacksonville. Last November, 
he was assigned to the northeastern 
home office. 


Other Appointments 


Mr. Ingram entered the home office 
in 1932. He helped establish the western 
home office at Los Angeles in 1948, and 
the mid-America home office at Chica- 
go in 1954. 

In 1955, he became executive director 


of agencies at the Newark home office, 
and transferred to Houston in 1958. 
In other elections, Albion U. Jenkins, 
associate actuarial director at Jackson- 
ville, and James J. Olsen Jr., associate 
actuarial director at the home office, 
become assistant actuaries. Mr. Jenkins, 
who joined Prudential as an actuarial 
student in 1947, is assigned to the 
north-central home office at Min- 
neapolis as actuarial director. 


To Take Okla. Back 
Tax Case To Court 


Forty-four of the 78 life compa- 
nies billed by the Oklahoma depart- 
ment for $3 million in taxes on annu- 
ities, have joined forces to test the 
department’s case in court. 

The agreement to have a test suit 
was reached follow'ng a hearing at 
which Equitable Society attempted to 
show Commissioner Hunt that it did 
not owe the $1,243,148 he hac b'lled it 
for. No decision was made in the Equi- 
table case. 

Mr. Hunt is the first Oklahoma com- 
missioner to attempt to collect taxes 
on annuities. He says a study of the 
law shows that annuity policies are 
insurance in Oklahoma. He billed 78 
companies for five years of back taxes, 
threatening to cancel their licenses if 
the tax was not paid. A number of 
companies have paid minor sums ag- 
gregating $6,000, but there is still about 
$3 million outstanding on Mr. Hunt’s 
bill. 


Kirkpatrick: Forand Bill 
Is Latest Phase In Drive 
For Federal A&S Coverage 


A. L. Kirkpatrick, manager of the 
U. S. Chamber of Commerce’s insur- 
ance department, in a letter to the 
chamber’s insurance membership, said 
that “The current phase of the drive 
for national compulsory health insur- 
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New officers of Life Agency Managers of Chicago: From the left, M. B. Bay, 
Prudential, vice-president; Earl Jordan, Massachusetts Mutual, director; A. ( 
Thoma, Metropolitan, chairman of the nominating committee; Frank G. Lotito, 
Lincoln National, president; John W. Lawrence, Massachusetts Mutual, the ou. 
going president; R. F. Ober, North American of Canada, a director, and Eds; 
Chapman, Metropolitan, secretary-treasurer. 








ance seems to be aimed at passage of 
the Forand bill.” 

Mr. Kirkpatrick’s letter noted that 
while the House ways and means com- 
mittee continued hearings on the meas- 
ure, Sen. McNamara of Michigan, 
chairman of a labor and public welfare 
subcommittee, has commenced hearings 
on problems of the aged and aging and 
will probably continue them across the 
country this summer. 

Therefore, Mr. Kirkpatrick said, “It 
is highly important that the voluntary 
insurance forces lose no time and spare 
no effort in getting the full facts and a 
thorough understanding of the issue 
before as many persons as possible.” 


Issues Guaranteed Purchase Option 
Midland Mutual has introduced a 
guaranteed purchase option which 
guarantees a policyholder the right to 
purchase as much as $10,000 of ad- 
ditional insurance at each of specified 
option dates, regardless of health or 
other factors affecting insurability. 





... and dandy group umsurance coverage, too! 












Reproduced through the courtesy 
of Box Cards, Inc. 


Life Insurance in Force 
Over $1,500,000,000. 


Life and 


brokers a complete line of group 
coverages, including Major 
Medical, Creditor Group Life, 
Bantam Group for the smaller 
cases, and all the other usual 
group coverages. 
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| Franklin Life Enjoys 


46 Companies OKei 
For Soliciting Gls 
On Overseas Bases 


The U.S. Defense Department ha 
licensed 46 life companies to sell their 
policies on overseas military installa. 
tions. Licensing runs for the yea 
starting July 1. Forty companies wer 
licensed in 1958 and 27 in 1957. 

According to the Defense Depart- 
ment, 49 companies applied for li-| 
censes. Three were denied solicitation’ 
privileges because they failed to mee 
the stiff requirements set up by the de- 
partment several years ago. The de- 
partment noted that these unqualified 
companies had been rejected before 

No renewaj' applications were 
denied for violation of regulations, but 
several accredited companies did not 
reapply for licenses. 


First Licenses Issued 


Licenses were issued for the firs 
time to All American Assurance; 
American Bankers of Miami; Cali- 
fornia Life; Century Life; Life oi 
North America; Midwestern United; 


Postal Life; Pyramid Life; Reserve 
Life; and Valley Forge Life. 
Renewed licenses were issued to 


American Life of Alabama; American 
Life of Delaware; Atlas Life; Benefi- 
cial Standard; Colorado Credit Life; 
Continental Assurance; Crown Life; 
First Pyramid Life; General Ameri- 
can; Gibraltar Life; Government Per- 
sonnel Life; Life Insurance Society of 
America; Manufacturers Life; Ma 
sachusetts Mutual; Metropolitan Life; 
Midland National; Mutual Savings 
Life of Alabama; National Educators 
Life; National Fidelity Life; National 
Travelers’ Life; North American of 
Chicago; Occidental of California; 
Occidental of Raleigh; Old American 
of Seattle; Old Line Life; Pacific Na- 
tional; Pioneer American; Quaker City 
Life; Rio Grande National; Security 
Benefit; Service Life of Fort Worth; 
Standard Life & Accident; Trans-| 
American Life; United Life & Acc) 
dent; United Services Life and United 
States Life. 


Record First Six Months 


Franklin Life established a record 
during the first six months of this 
year with a 36.5% increase in neW 
sales. Total paid volume was $433 
million. 
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PETER MILANOVICH 


Peter Milanovich is a 
graduate of Indiana State 
Teachers College, Terre 
Haute, Ind. He was a high 
school teacher before 
entering the life insurance 
business. 


These are his earnings as 
reported to the Director 
of Internal Revenue. 


BONA s sin a nets $11,077.69 
LCG. Clean acae 12,909.15 
TOGG oe 25s 16,658.86 
BIOs, wt eveu avs « 18,301.83 
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franklin specials 
break down 
resistance... 


Greencastle, Indiana 
May 22, 1959 

Mr. Francis J. O’Brien, Vice President 

Franklin Life Insurance Company 

Springfield, Illinois 


Dear O’B: 


For five years prior to joining the Franklin I represented 
another life insurance company. In my first full Franklin year 
my annual earnings were more than my annual income with 
the previous company . .. even after five years of accumulated 
renewals and deferred commissions! 


When a man joins the Franklin Life after having represented 
another insurance company, there is an adjustment he must 
make in his thinking. This is so because he must accept the 
philosophy of Franklin Life’s method of selling insurance. 
However, he soon realizes that by using the Franklin Insured 
Savings Plans, it is possible for him to sell much more a lot 
easier than with conventional insurance plans. The Franklin 
Specials break down the barrier of resistance that so many 
prospects put up towards regular insurance plans. 


I am truly indebted to Regional Manager C. R. Willsey. It 
was he who made me realize the terrific potential for selling 
and making a substantial income that the Franklin Specials 
presented. By using the Franklin Specials I am able to put 
insurance in force in many homes where none would have 
been sold through the regular methods. Franklin Specials cause 
people to buy insurance that they normally wouldn’t have 
purchased! 


In my opinion, my progress with the Franklin Life has been 
nothing spectacular. Anyone who has a desire to improve his 
situation and is willing to work can attain substantial earnings 
with the Franklin Life Insurance Company. 


Cordially yours, 


Peter Milanovich 


An agent cannot long travel at a faster gait than the company he represents! 
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CHAS. E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 


The largest legal reserve stock life insurance company in the U.S. devoted 
exclusively to the underwriting of Ordinary and Annuity plans 
Over Three Billion Dollars of Insurance in Force 


DISTINGUISHED SERVICE SINCE 1884 








Union Mutual Life 
Leaders Hear Coffin, 
Huey At Sales Meet 


Union Mutual Life’s annual sales 
conference at the Wentworth-by-the- 
Sea in Portsmouth, N. H., which had 
as its theme “Opportunities Un- 
limited,” was attended by 300 leading 
producers and their wives. 

Speakers at the four-day meeting 
included Vincent B, Coffin, chancellor 


former agency vice-president of Con- 
necticut Mutual Life, and Burkett W. 
Huey, director of institutional rela- 
tions of LIAMA. 

Mr. Coffin, discussing prestige fac- 
tors in selling, pointed out that in cer- 
tain cases agents fail to close cases 
not because of any fault of their 
presentations or product knowledge, 
but because they do not have the nec- 
essary prestige or stature in the eyes 
of the prospect they are trying to sell. 

This, he said, is no fault of theirs, 
Prestige can be developed; it is part of 
A new man in 


FieNATIONAL UNDERWRITER 


the business must begin by developing 
it within his own market, where he 
already has prestige on which to 
build. Next he must spread his pres- 
tige out and up by building his skills 
and expanding his knowledge. 

At this point, Mr. Coffin advised, 
the agent will find it helpful to utilize 
third party prestige to make a fa- 
vorable impression on prospects, and 
he should not be afraid to do so. 

Another approach involves building 
prestige through community and civic 
activities, but this should not be at- 


(CONTINUED ON PAGE 22) 
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Brokers can now fully satisfy their clients’ needs for 
A & H protection through Great-West’s three great 
new series of plans featuring non-cancellable and 
guaranteed continuable contracts. 
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General American 
Ends Ist Half With 
$3 Billion In Force 


In the first half of 1959, Genera] 
American Life went over the $3 billion 
mark of life insurance in force. 

Individual sales for the first hal 
exceeded the total for the comparabk 
period last year by 22.4%. Paid life 
volume as of the end of June wa; 
$60,519,771, compared with $49,461. 
454, as of June 30, 1958. 

Life insurance sales in June wer 
22.9% ahead of June, 1958. A&S sale 
were up 18.9% over June, 1958. 


Security L&A. 
To Recapitalize 


Stockholders of Security Life & Ac. 
cident have been advised of plans t 
recapitalize the company under 3; 
program which inovlves distribution 
of treasury shares of stock, a merger 
and a stock exchange. A special meet. 
ing of the stockholders will be held 
this fall to vote on the plan. 

Holders of the $10 par stock wil 
receive a_ distribution of treasury 
shares at the rate of one-fifth shar 
for each share now owned in Security 
L.&A. This distribution is scheduled 
for July 24. This has been authorize 
by the directors and is step one in the 
recapitalization program. 


Will Vote On Merger Plan 


Stockholders will then be asked to 
vote on a plan to merge Security 
L.&A. with Centennial Life of Denver. 
Security L.&A. acquired 100% of Cen- 
tennial Casualty as of Dec. 31, 1958 
The charter has been amended to 
qualify Centennial Casualty as a life 
company under the new name of 
Centennial Life. The plan is to merge 
the two companies and issue to Securi- 
ty L.&A. stockholders 10 shares of the 
new company for each share of 
Security L.&A. owned at the time o 
the merger. The par of the new stock 
will be $4. 

The effect of this will be to provide 
12 shares of stock in the new com. 
pany for each share of Security L.&A 
owned before the distribution of the 
treasury shares. 

The present Security L.&A. will 
reinsured and merged into its wholly- 
owned subsidiary, which has at pre 
sent authorized capital of $1 million 
The anticipated cash dividend on the 
new stock will be 60 cents a share 
equal to $7.20 a year for each shar 
of Security L.&A. owned before the 
treasury distribution, and this con- 
pares to the current dividend of $ 
on the present stock. 7 


B.M.A. New Business Up 
25% In First Six Months 


New business of $204,419,739 by 
Business Men’s Assurance in the fits 
six months of 1959 was an increase 0! 
$41 million over a corresponding pet- 
od last year. Insurance in force it 
creased $102,133,834 compared to $69- 
928,961 last year. Total in force is nov 
$1,629,621,074. 


Four Companies Join LOMA 

Four companies, including one from 
Puerto Rico, have become members 
LOMA, which brings the membershi? 
to 358. New members are Aeterni 
Life, Montreal; Atlantic Southern ¢ 
Puerto Rico, Santurce; Security Amer 
ican Life, Memphis, and _ Treasult 
State Life, Butte, Mont. 
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If a man’s income is $21,000, 
and he has almost $60,000 
in real estate, and more than 
that in stocks, and another 
$50,000 plus in bonds and 
other investments . 

wouldn’t you consider him a 
pretty promising insurance 
prospect? Particularly when 
at the moment he’s only 
carrying $40,901 (exclusive 
of group) on his precious 
life ... and especially when 
you can reach him right in 
his own executive office, via 
Business Week, best-read of 


all management magazines. 


Source: Business Week Research Report #53 


BUSINES. 


YOU ADVERTISE IN BUSINESS WEEK 
WHEN YOU WANT TO INFLUENCE MANAGEMENT MEN 





A McGraw-Hill Magazine — 330 West 42d St., New York 36, N. Y. 
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Tentative Program 
Is Selected For 
ALC Tax Program 


A tentative program and discussion 
leaders have been chosen for the semi- 
nar of American Life Convention on 
federal income taxation of life com- 
panies Aug. 3-4 and Aug. 5-6. Ad- 
vance registration for the identical 
meetings is heavy. 

First day subjects and discussion 
leaders and associate leaders will be 





FieNATIONAL UNDERWRITER 


Robert G. Epsie, Aetna Life, account- 
ing problems; Seymour Smith and 
Edward C. Andrews, Travelers, ex- 
penses; J. Stanley Hill, Minnesota 
Mutual, and O. L. Frost Jr., Occidental 
of California, tax exempt interest and 
dividends received deduction; Henri J. 
Bourneuf and John C. Storey, New 
England Life, real estate; Henry F. 
Rood, Lincoln National, and Andrew 
Delaney, American General, reserve 
adjustments. 

On the agenda the second day are 
J. Price Murphy, Equitable of Iowa, 
and John A. Roberts, Continental As- 


surance, assets other than real estate; 
Richard F. Aranow, Continental As- 
surance, and William A. McClintock, 
Allstate Life, capital gains and losses; 
Richard C. Guest, Massachusetts 
Mutual, policyholders dividends; and 
Mr. Rood, stockholders dividends. 

The sessions will be moderated by 
Alfred N. Guertin, ALC actuary. 

Kennesaw L.&A. has attained $30 
million of insurance in force. 


Seaboard Life has been licensed in 
California and Arizona. 





A case for 


ETNA LIFE’S PERSONAL PLANNING SERVICE 


Here’s a familiar name in your files . . 
with in the past. He’s young . . . on the way up . . . has a fine growing 
family . . . he’s now ready to plan his life insurance with a specific 
goal in mind. He’s a perfect prospect for Aétna Life’s personal planning 


service with our Estate Control Plan. 


The Survey Department of a near-by A®tna Life General Agency is 
ready at all times to help general insurance men develop and sell these” 


substantial cases. 


Look for him (and others like him) in your files today! 





Service to General Insurance Men 


“Compass” is a monthly AStna Life: service publica- 
tion written especially for general insurance men and 
brokers. It paints out unusual ‘opportunities for build- 
ing commissions and for cementing relationships with 
your clients and their attorneys and accountants.. To 
receive your copy regularly write: “Compass”, AEtna 
Life Insurance Company, Hartford 15, Conn. 


AE TNA LIFE 


INSURANCE COMPANY 


Affiliates: AATNA CASUALTY AND SURETY COMPANY © STANDARD FIRE INSURANCE COMPANY ° Hartford, Connecticut 


. a man you've done business 
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Transamerica Corp, 
Organizes New Fir 
And Life Insurers 


Two new companies organized } 
Transamerica Corp. in San Francisco! 
Transamerica Ins. Co. and Transamer 
ca Life—have been licensed by the Ca) 
fornia department. Frank bBelgray 
Jr., president of Transamerica 
one-time president of Pacific Nation; 
Fire, said that other states will | 
entered as quickly as possible. Th 
the general plan of operation and cq 
erages will be announced. He also 
ported the new companies will opera 
in competition with Pacific Nation; 
Fire, Premier and Occidental Life , 
California, present Transamerica Cor 
insurers. Head offices of the Pacif 
National Fire and Premier are in 4 
Francisco—as will be the new comp, 
nies. Home office of Occidental Lit 
largest subsidiary of Transamerica, } 
in Los Angeles. 











Brazilian Social Security 
Team Visits Home Office 
Of Springfield-Monarch 


A three-man Brazilian team ¢ 
social security specialists, in this cow. 
try to observe and study organizatiy, 
program content and operating tech. 
niques of private insurance companis 
as well as the United States soci: 
security program, were guests at th 
home office of Springfield-Monaré 
companies. 

Through the cooperation of th 
Social Security Administration th 
Brazilians will be in this country fy 
three months under the _ sponsorshiy 
of the International Cooperation As. 
ministration. They are Ruy Ross 
Nascimento, attorney for the Brazilia 
Social Security Institute for bani 
workers and assistant legal counsel ¢ 
the Social Service Institute; Wilso 
Carrozzino, special assistant to th 
director of administration of the Soci: 
Security Institute for industrial work 
ers, and Lelio Vieira de Paiva, a Ri 
de Janeiro attorney. 

John H. Miller, vice-president ani 
senior actuary of Monarch Life wa 
host. 


Rogers Heads Southern 
New York CLU Chapter 


Cecil Rogers, New York Life mar: 
ager at Binghamton, was elected pre 
ident of the Southern Tier (Nei 
York) chapter of American Societ 
of CLU at a meeting in Binghamto 
Other officers elected were Roget! 
Sprout, Northwestern Mutual, Bing 
hamton, vice-president, and Charlé 
Hummel, Prudential, Johnson Cit) 
secretary-treasurer. 


Jefferson Standard Life Sales In 
June Top $29 Million, A Record 
Sales of Jefferson Standard Life i 
June exceeded $29 million, a recor 
and gain of more than $4 million ové 
June, 1958. Paid business during thé 
first six months totaled $111,543,76 
an increase of 5.2%, and paid busines 
in June climbed 13.8%. Insurance 
force increased $52,045,059 in the s! 
months, bringing total insurance " 
force to $1,855,961,597 on June 30. 


The Kaufman agency of Indiana 
olis, with more than $2 million of ne’ 
business, won top president’s mol 
honors of Indianapolis Life. Gener 
Agent Nate Kaufman personally 
counted f ir over $1 million. 
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“Do not regret growing old. 
It is a privilege denied to many.” 


Although old age has certain drawbacks, 
the unpleasant picture you may have of it 
is out of date. Today, many of our senior 
citizens—and there are more than 15 mil- 
lion of them aged 65 or older—enjoy travel, 
recreation, good health and many other 
satisfactions. 


To live usefully and happily after retire- 
ment, you should start planning—/ong be- 
fore your 65th birthday—for your health, 
economic security and the active role you’d 
like to take in your community. 


For a healthy old age, be sure to have 
regular health examinations, eat sensibly, 
practice good health habits and develop 
interests for your leisure time. 


Regular medical check-ups can be your 
most important safeguard against the 
chronic or degenerative diseases which oc- 
cur most commonly in the middle and later 
years. Your health check-ups may disclose 
trouble while it can still be “nipped in the 
bud”’—or its progress delayed. 


Plan your diet around a variety of foods. 
Meat, milk, eggs, poultry, fish, vegetables, 
fruits, bread and cereals—in suitable 
amounts—will help keep your body in good 
repair and your weight in check. Always 
avoid fad diets. 

Habits of exercise, sleep and recreation 
can make a big difference in how you feel. 
For instance, regular exercise helps keep 


your muscles in tone and your circulation 
active. Your doctor can help you work out 
a plan for living to conserve your physical 
and mental resources. 


Chances for happiness are slim at any age 
unless your leisure is occupied with satisfy- 
ing activities. So, develop hobbies or take 
part in community affairs to stimulate your 
mind and keep you in touch with people 
of all ages. 


Your chances of living to a ripe old age 
are good. That’s why you should look 
ahead and plan wisely for the years to 
come. And as time slips by and “the future” 
becomes the present, you will find it is 
bright—because you have made it so. 








COPYRIGHT 1959— METROPOLITAN LIFE INSURANCE COMPANY 


Metropolitan Life Insurance Company 


(4 MUTUAL COMPANY) 


1 MADISON AVENUE, NEw YorkK 10, N. Y. 








This advertisement is one of a continuing series 
sponsored by Metropolitan in the interest of our 
national health and welfare. It is appearing in 
two colors in magazines with a total circulation 
in excess of 35,500,000 including Time, News- 
week, Saturday Evening Post, Ladies’ Home 
Journal, Good Housekeeping, Redbook, Reader’s 
Digest, National Geographic, U.S. News. 
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Home Office Changes 


1938 and became director of sales 
promotion in 1957. An administrative 
assistant since 1957, Mr. Schroeder 
went with the company in 1950. 


Bankers Of lowa 
New officers are George R. Fish, 
director of group service; Roland E. 
Franquemont, director of sales promo- 
tion, and Dalles L. Schroeder, assistant . . 

secretary. Mr. Fish has been with the Metropolitan Life 
company since 1927 and has been Dr. George M. Wheatley, 3rd vice- 
group service supervisor since 1948. president since 1949, has been ap- 
Mr. Franquemont joined Bankers in pointed head of the health and welfare 


FteNATIONAL UNDERWRITER 


division to succeed Dr. William P. 
Shepard, who recently was named 
chief medical director. Dr. Wheatley 
joined Metropolitan as an assistant 
medical director in 1941 and became 
assistant vice-president in 1945. 


Mutual Benefit Life 


Dr. Walter A. Reiter Jr. has been 
elected assistant medical director. He 
is the son of Dr. Walter A. Reiter Sr., 
former vice-president and medical di- 
rector of Mutual Benefit, who retired 
in 1953. Dr. Reiter Jr. has been in 
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GULF LIFE TAPES RECORD GROWTH WITH IBM 650 


one and a quarter million weekly premium, regular ordinary 
and monthly debit ordinary policies. Complete accounting and 
historical records on tape help provide better service to policy- 
holders and Gulf Life agents. 


Gulf Life Insurance Company recently installed the first IBM 
650 tape system in the industry to handle policy records and 
their unique agent compensation arrangement. 


From an approximate $440 million volume, Gulf Life has grown 
to over $1 billion worth of policies in force in ten short years. 
This tremendous expansion seriously strained existing ac- 
counting methods. 


The IBM 650 tape system currently handles some thirty to 
thirty-five thousand transactions per week in all lines gen- 
erated by 1200 agents, superintendents, and managers located 
in 9 states. This integrated system maintains records on over 


Mr. Logan H. Campbell, 
Vice-President and Controller, 
Gulf Life Insurance Co, 





With the 650 system, the problems of conversion to tape 
records were eased. IBM automatic programming aids helped 
to convert the multiple files to machine language. IBM systems 
counseling and education helped complete the job. 


Like all IBM data processing equipment, the IBM 650 may be 
purchased or leased. Call your local IBM representative today 
for more information. 


@ 
DATA PROCESSING 
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private practice, specializing in inte 
nal medicine and cardiology in Eng), 
wood, N.J. 


Equitable Of lowa 

John B. Heig 
has been appoint 
assistant super} 
tendent of agg 
cies. He enter 
the business ; 
1935 with Nation; 
Life of Vermo 
becoming a fig 
supervisor at fh 
home office; 
1951. He has be 
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general agent 
John B. Heidel Albany of th 
me company sin Seth 
1 ; 
Ap 
Kansas City Life *. 
Gerald B. Rowan has been ay south 
pointed assistant counsel, and Robe quart 
P. Robinson assistant actuary. Me comp 
Rowan has been city attorney of Caw agent 
Girardeau, Mo., since 1954. Mr. Robi! super 
son, who joined the company in 19% Jar 
has been in the actuarial departme® south 
He is an associate of Society of Aw in Sh 
tuaries. super 
the a 
Bankers Of Nebraska agent 
Conrad Good has been named edity 
of the company’s two publication Char! 
Sower and Lifeline. He will al busin 
handle coordination of printing, an/ of th 
promoting direct mail and mercha- 1956. 
dise programs. Mr. Good was forme: in 19: 
ly in Safeway Stores’ advertising d 
partment at Denver. 
State Mutual Life 
Robert T. Tillson, senior unde py; 
writer, has been appointed chief w§ has pb 
derwriter in the A&S underwriting} gener 
branch, and Robert W. Gardner, A&§ pes y 
underwriter, becomes senior A&S wu- busi 
derwriter. 1935, 
most 
American Travelers as gi 
W. J. Holliday Jr. has been name there 
chairman. He is a director of Hollidg) Mutu: 
Steel, a subsidiary of Jones & Laugh 
lin; a part owner of Haul-a-Way In 
of Indianapolis, and a _ director 0 
Howard E. Nyhart Co., pension cor 
sultants. Jose 
GENERAL LIFE of Wisconsin bl oe} 
appointed Jack D. Paulk vicé-presiden§ 1953 , 
and director of agencies. Joh: 
SUN LIFE of Maryland has appoing >? | 
ed Alan Goldberg assistant actuary. ae 
Long Beach CLUs Elect = 
Long Beach chapter of CLU hi 
elected Theodore H. Robbins, Net 
England Life, president. Bryant Sell J.M 
Continental Assurance, is vice-pres-} SToup 
dent and Robert A. Fenberg, Equitable been 
Society, secretary-treasurer. Little 
pia in his 
who 
N. A. Of Canada Ofters New Plats} 958 ; 
North American Life of Toronto i 
offering a new series of term plans al 
benefits known as Nalaco 78. These wil : 
lower premium rates in most cases and Dick 
further the stratification for policy siz} Polntec 
One plan, the Family Security Special With 
has been introduced to supplement the has be 
present Family Security riders. This 1956. 
fers lower rates for amounts of $250 é 
month and over. N 
— CE 
William E. Walsh, vice-president 0§ at Ark: 
Equitable Society, has been appointe Reming 
a member of the New York Cillf agency 
US OCommittee. Visors 
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He has been district manager of Little Rock branch in 1955. A year 


h | h e Id Guardian Life. later, he joined the Chicago office and 
anges n : e ie was appointed assistant district group 


Union Central Life manager last year. 


ng in inte 
sy in Eng, 





















































wa es . the company in 1955 and has been Frank W. Will- ‘ 
B. Heiq Paul Revere-Mass. Protective district manager since 1957. Mr. Rem- iams is the new State Mutual Life 
n appoint: Seth T. Law- ington went with Northwestern Na- manager at Birm- Richard H. S. Hensel has been ap- 
it super; rence, regional tional in 1954. ingham. He suc- pointed manager of the newly opened 
t of age training supervisor ceeds L. R. Mc- group office at Greensboro, N.C. He 
He ente for the central Old Republic Gauly, who is @ has been regional group manager of ~ 
usiness je = sales area since retiring to concen- ~— Lincoln National Life at Erie, Pa. 
ith Nation "1957, has been ap- trate on personal ; 
f Vermo pinhoe—e ee production. Mr. Prudential 
ng a fie agent of the newly Williams entered taal ae 
«a te opened agency at Paul A. Beluche the life business in Fn Sag her song ‘Oil City Pa. 
office; Denver. He Lapa hae been eupeunied Ls 1951. He has been succeeding James I. Rhoades who has 
ages, the companies at general agent at , ~ division manager ineieiiad Reading Mr Hepler 
agent a ee ee ~~ fp of Prudential “in joined Prudential at DuBois in 1940 
°3 ee ae ok . i ee ae See bene staff manager there in 1953 
any sing Seth T. Lawrence SS ee ' : . d transferred to head the Brookville 
; ferred to Denver. Hancock. General American re aa ca 4 ts Ce Claw dies 
Appointed regional training super- : ; etached office o e y 
F . aa General American Life has pro- trict in 1957. ; 
fe — , moted Thomas H. Stewart to district | Joseph M. Collier at Clifton Heights, 
Frank L. Harrington Jr. for the Paul A. Beluche : hi iH pe te bs heen tell suena a 
te See We Foe. Wille bead pot 1 sn ae nn wantie iauiiews: "Pa 
wen Robe quarters at eS e joined the Massachusetts Mutual cently named regional group manager. Charles A. Foskett at Flushing, 
ey. ee ee ee eee F. Robert Piliere has been named Mr. Stewart joined the company in N.Y. He joined the company as an 


p i ; BY Aiseant z bat : 

— 2 ak _. sieianiad district manager for Rockland county, 1952. After a period of military serv- agent at New York in 1947, ~— 

3 , A : ri : ahs ath pd 
ny in 1§ James L. McCann also for the N.Y., with headquarters at New City. ice he was assigned to the company’s staff manager at Huntington i 

departme! southwestern sales region, but stationed 


aska agent. 
Olan G. Connelly for the southern 


amed edite sales region with headquarters at 
ublication§ Charlotte, N.C. He entered the life 
; will als business in 1952 and became a member 
inting, ai of the companies’ Asheville agency in 
1_merchay 1956. He was named supervisor there 
ras forme: in 1958. 
rtising de 





Indianapolis Life 


fe | 
or ee Weather Forecast q 


iderwrititg§ general agent at 
‘dner, A&§ Des Moines. In the 
r A&S wf business since . 
1935, he has spent 4. ¥ 
most of his career ‘ 
ers as general agent 
een nal there of Pacific 


of Holliday Mutual. 


National Life men will continue hot, / 





& Laugh 
1- Way In 4 
rector Franklin Life and there will be showers of | 


Joseph S. Hepner of Cleveland has 
: been named sales supervisor for north- 
consin hé} east Ohio. He entered insurance in 
s-presidet® 1953 with Equitable Society. 

John R. Elari of Rutland, Vt., has 
been appointed general agent for the 


applications all over the entire area. . 





int: 
acta company there. Before joining Frank- 

; lin, Mr. Elari had been with Metropoli- 

tan Lif . / 

ect an Life for 16 years 

cL Provident L.&A. 7 

ins, Nev 


yant Self J. Marshall Dye has been appointed 
vice-pres-} Soup supervisor at Memphis. He has 
Equitabk} been manager for the company at 
Little Rock. Mr. Dye will be assisted 
in his new post by John J. Emerson, 
who has been with Provident since 


NATIONAL LIFE [| 







few Plans} 1958, 7 
Toronto i 

lans ati, Pacific M I 
These w Dickson re been ap- AN D AC CID E N T 7 


solicy size pointed manager at Portland, Ore. 
Ly Special With the company seven years, he 
ement the has been supervisor of agencies since 
s. This ot} 1956. 

of $250 


) 
INSURANCE COMPANY ] 


HOME OFFICE NASHVILLE, TENNESSEE | 


Northwestern National 


ssident la Arkansas City, an. and Ralph H | KOO “CuRr 


appointe§ Remington of the Wichita district 
‘ork City agency have been appointed super- : 
Visors at Dallas. Mr. Archer joined 
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training consultant at the home office 
in 1958 and regional supervisor for 
Long Island later that year. 

Arthur K. Staymates at Washing- 
ton, D.C., to succeed Harold W. 
Moyer who has transferred to Allen- 
town, Pa. Mr. Staymates became a 
Prudential agent at Greensburg, Pa., 
in 1948 and since then has been staff 
manager, training consultant and re- 
gional supervisor. 


Sun Life Of Canada 


Gwil Evans, manager at Grand 


Rapids, has been appointed manager 
at Atlanta, succeeding D. W. Connell, 
who is returning to personal produc- 
tion. Mr. Evans is succeeded by 
Eugene T. LaCroix, former district 
supervisor at Lansing. Ab Neufeld, 
district supervisor at Calgary, Allta., 
has been named manager at Colum- 
bus. 


Crown Life 
Peter Rosetti has been appointed 
group representative at the regional 
group office in Philadelphia, where 


FeNATIONAL UNDERWRITER 


he has been in group and A&sS sales 
for American Mutual Liability and 
Provident Mutual Life. 


Praetorian Mutual 


Victor S. Morgan has been appointed 
general agent at Dallas. 


State Farm Life 


James L. Elliott and Pinckney H. 
Walker have been appointed managers 
at the Dallas and Jacksonville regional 
offices. Mr. Elliott has been chief risk 





ADVERTISED 
IN LOCAL 
NEWSPAPERS 


Advertisements similar 
to this one are targeted 
at the prospects of 

our representatives in 
their own local areas. 
Each advertisement 
features a particular 
policy; thus affording ~ 
the local agent a 

“hard selling” partner. 
These advertisements 
will reach millions 

of readers throughout 
our territory, building 
prestige for the company 
and developing prospects 
for the agent. 

The fine promotional 
assistance rendered by 
newspapers, magazines 
and reprints of 

our ads, furnished by 
the Home Office, are 
additional ammunition. 
All this, coupled with our 
top-notch policies and 
sales aids, will help you 
sell more under 


PAN-AMERICAN’S 
CAREER CONTRACT 


President 


ae tea 


Executive Vice-President 


| A ee A. 


Senior Vice-President 








Confidence in the future? 
Sure, hes got it! 


oe 





His Pan-American policy 
paid most of the bills! 


His Accident and Sickness policy with Pan-American Life really 
“paid off” when he needed ready-money for hospital and doctor 
bills. He knew, when he took out his policy, that Pan-American 
Life was built upon public confidence .. . and he knew he could 
face future emergencies with more confidence because of this policy. 


But he didn’t foresee what wonderful aid he’d really get! Believe 
me, now that Pan-American is helping him he has become one of 


the company’s many boosters. 


Are you covered? If not, talk it over with your friendly Pan- 


American agent— 


Among the top 10% of 
U. S. Life Insurance 
Componies—writing 





General Agent's 
Name and 
Address go here 





















more than 90% 
of all life 
insurance. 


com wt : 
eal | 





Pan-American Life 
Insurance Company 


A Mutual Company © New Orleans, U, S. A. 
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appraiser at St. Paul, and Mr. Waike 
is administrative assistant at Spring. 
field, Pa. 


Bankers Of lowa 


O. H. Gudmunson and Richard |, 
Wamsley have been appointed man. 
agers at Los Angeles and Sioux Falls 





R. L. Wamsley O. H. Gudmunson 
S.D., respectively. Mr. Gudmunson, 
who has been manager at Sioux Falls 
since 1953, joined the company ip 
1946. He succeeds M. D. Cramer, who 
is now director of agencies. Mr 
Wamsley, has been manager at Eay 
Claire, Wis., since December. 


National Life Of Vermont 


Lee W. Rich ha; 
been _— appointed 
veneral agent ofa 
new general agen- 
cy in New Yerk, 
where he has been 
associate general 
agent of New Eng- 
land Life’s Byrne 
agency since 1956, 
He has also been 
assistant general 
agent of Aetna 
Life at Newark 
and before _ that 
was special agent of Royal-Globe for 
the eastern states. He is a former vite- 
president of Newark Life Supervisors 
Assn. and past treasurer of Newark 
Life Underwriters Assn. 

Lois E. Robertson, office manager 
at Philadelphia since 1942, has retired 
to get married. She is succeeded by 
Ada H. Dotts. 





Lee W. Rich 


Mutual Benefit Life 


Peter J. Boone 
has been appointed 
general agent at 
Saginaw, Mich., to 
succeed M. James 
Houlihan, who has 
become a_ partner 
in Mutual Bene 
fit’s newly formed 
Otto-Houli 
han agency at De- 
troit. Mr. Boone 
entered the _ life 
business in 194 
as an agent with 
Equitable Society at Emporium, Pa, 
and established a district operation 4 
Butler, Pa., in 1951. He is a CLU and 
past president and secretary of Butler 
Life Underwriters Assn. 


SECURITY-CONNECTICUT has ap- 
pointed Albert J. Arbogast Jr. man- 
ager at Louisville. 





Peter J. Boone 





Indianapolis Actuary Moves 

Edward J. Peters & Associates, con- 
sultants and actuaries of Indianapolis, 
has enlarged its staff and moved its 
office to 3637 North Meridian Street. 
James Griffith and David Morrow will 
handle accounting and office manage 
ment service; Donald Goben, under- 
writing and policy issue, and Walter 
Moos, statistical services. 
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959 Argus Chart Of 
iA&S Insurance Ready 


The 1959 edition of the Argus Chart 

pf Accident, Sickness & Hospitaliza- 
jon insurance has just been published, 
showing facts and figures of 989 com- 
panies of all kinds writing this class 
pf business. The financial statement 
formation includes operating re- 
ports, underwriting results, analyses 
pf individual and group business, com- 
piled from official reports to insur- 
ance departments and special reports 
from the companies. 
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ives 5-Year Report 






The Argus Chart shows a detailed 
nd extensive report for five years for 
most of 284 larger A&S writing com- 
manies. The annual statement portion 
of this report is divided into a finan- 
jal and operating report covering the 
ompany as a whole, ari A&S report 
giving the breakdown of individual 
and total business for premiums writ- 
ten, premiums earned, claims incurred 
and expenses incurred including 
clams expenses, with the resulting 
loss and expense ratios. Also shown 
are the premiums earned and claims 
incurred and the loss ratio for the in- 
dividual A&S items of accident only, 
A&S, non-cancellable A&S, and hospi- 
tal and medical. Group business is 
given separate treatment showing 
premiums earned, dividends to pol- 
icyholders, premiums less dividends, 
claims incurred, expenses incurred 
including claims expenses, ratio of 
claims incurred to premiums earned 
after dividends, ratio of expenses in- 
curred to premiums written after div- 
idends, and the combined loss and ex- 
pense ratio, and the gain from under- 
writing after dividends to policyhold- 
ers. Miscellaneous data include the list 
of states and countries in which the 
companies operate, kinds of contracts 
issued, brokerage practices, number of 
branches, general agents, and agents, 
type of company, when formed, when 
it started writing A&S, and whether 
it is a member of Health Insurance 
Assn. 

Briefer two year exhibits are shown 
for 518 additional companies. These 
include assets, capital, surplus, pre- 
miums written and earned, claims in- 
curred, and expenses incurred. In a 
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Production Leaders Of 
Nw Mutual Are Named 


The sales force of Northwestern 
Mutual produced $803,355,000, of new 
business during the agents’ year end- 
ing May 31, exceeding the previous 
year volume by $88 million. 

Sidney F. Greeley Jr., Framingham, 
Mass, wrote the most lives with 
145, and he becomes president of the 
Marathon Club. A total of 264 agents 
= membership in the Fifty Lives 

ub. 

C. F. Gaudet, Grand Rapids, with a 
ratio of 185.87% led in percentage over 
best of three preceding years, and J. 
J. Lansing, Mason City, Ia., with 136 
wrote the largest number of lives over 
his best year. 

Gold, silver and bronze buttons were 
Presented to leading new agents. R. 
J. Taylor, Atlanta, who produced 
$1,207,500, and J. G. Stahmer, Denver, 
with the greatest percentage of in- 
crease over his best year, won gold 
buttons. Silver buttons went to D. B. 
Jobson Sr., Dallas, as sales leader, and 
W. S. Sommerschield, Elmhurst, IIL, 
for percentage of increase. G. G. Ever- 
hart, Kansas City, led agents qualify- 
Ing for bronze buttons, and J. A. 
Formella, Milwaukee, was runner-up. 
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special section, information is given 
concerning 84 Blue Cross plans, 72 
Blue Shield plans, and 31 other hos- 
pital and medical-surgical insurers. 

The chart’s opening pages contain 
explanatory notes and definitions of 
the financial statement items shown 
in the statistical sections. Each item is 
defined and each definition carries a 
specific reference to the page and line 
number of the official annual state- 
ment blank for each type of company. 

The Argus Chart of Accident, Sick- 
ness & Hospitalization insurance, like 
its companions, the Argus Fire Chart 
and Argus Casualty-Surety Chart 
published a few weeks ago, sells 
singly for $2.50 per copy and less in 
quantities. It is now being delivered 
from the reference book department 
of the National Underwriter Company, 
420 East Fourth Street, Cincinnati, 
and may also be obtained from any 
of its branch offices. 


Murchison Br uys 16% 
Of Gulf Life Stock 


John D. Murchison has confirmed 
that Murchison brothers of Dallas have 
purchased a 16% stock interest in 
Gulf Life for $3,500,000. 

The Murchison interests, according 
to M. Stanley Niehaus, president of 
Gulf Life, bought up 358,701 common 
shares of some 2,200,000 outstanding 
at a contract price of $37.50 per share. 
Murchison brothers now control the 
largest single block of Gulf Life’s com- 
mon stock. 


Shenandoah Agents Attend Home 
Office Sales Training School 

A basic sales training school for 
agents of Shenandoah Life was held 
at the home office. James L. Whitt, 
director of training, who is in charge 
of the program, was assisted by F. N. 
Bailey, chief underwriter, and F. Day 
Light, director of policyholders and 
office services. Paul C. Buford, chair- 
man, addressed the group following 
a reception and dinner at the Hotel 
Roanoke. 

Life Insurance Women’s Assn. of 
Indianapolis has installed Mrs. Frances 
Beeson president; Mrs. Leland P. Duck- 
worth vice-president, Mrs. Virginia 
Campbell and Martha Volmer secre- 
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taries, and Kathryn Pickett treasurer. 








MANUFACTURERS LIFE 
ADDS THIRD BILLION IN RECORD TIME 


$3,000,000,000 now in force... It’s an accomplishment we’re 
mighty proud of. In the past many people have made signifi- 
cant contributions to our growth and of these, the men in the 
field are first in line for congratulations. We pay tribute to our 
Managers around the world for their untiring efforts to build 
top-flight agency forces. We are particularly proud of our Life 
Underwriters who, through sound work habits and intensive 
study, have qualified themselves to give professional service. 
Special mention should be made at this time of the insurance 
men outside our Company who have expressed confidence in 
the Manufacturers Life by placing substantial volumes of 
business with us. 

Through all these people, Manufacturers Life has provided 
the public with liberal underwriting practices, low premium 
contracts and sound administration. This is the successful com- 
bination that has added $1,000,000,000 to Manufacturers 
Life’s business in force in just 4 years. 


MANUFACTURERS 
INSURANCE LIFE COMPANY 


BRANCH OFFICES IN 20 COUNTRIES 





ing schools. 





Modern Americans 
Want MODERN 
LIFE INSURANCE 








Modern Americans take advantage of greater leisure time and many recreational opportunities made available to them. 
They also seriously plan for tomorrow's needs. 
is safe, economical and adaptable to changing needs. Modern Americans have learned, too, that Modern Woodmen 
life insurance serves them well with its modern, personalized applications. 


Basic in their planning for their financial future is life insurance, for it 


Agents, knowing they represent a sound and progressive organization, put real enthusiasm into their presentations. 
Their efforts are backed by the latest in selling tools—outstanding sales aids, cost-sharing newspaper advertising, train- 
For BOTH agents and policyholders who want modern life insurance, it's Modern Woodmen. 


Sell Modern Life Insurance 
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$635,000,000 LIFE INSURANCE IN FORCE 


MODERN WOODMEN of America 





$860,000,000 RETURNED TO POLICYHOLDERS AND BENEFICIARIES 


Se/l MODERN WOODMEN 


ASSETS EXCEED $213,000,000 


HOME OFFICE — ROCK ISLAND, ILLINOIS 














Editorial Comment 





With all the emphasis there is to- 
day on communicating clearly, we 
would like to cite a contribution to 
communicative clarity on a point that 
has been getting increasingly obfus- 
cated without much prospect that any- 
body would ever do anything about 
it. 

We 
Life’s 
sales” 
ness 
estate 


refer to Connecticut Mutual 
use of the term “advanced 
to designate the field of busi- 
insurance, employe _ benefits, 
planning, tax sales and the like, 
which for some reason has come to 
be called “advanced underwriting,” 
even though it has nothing whatever 
to do with electrocardiograms, x-rays 
or blood-sugar tests. 

Apparently some years ago some- 
body applied the term to advanced 
types of life insurance selling and the 
designation has stuck, more or less by 
default. Probably nobody in the busi- 
ness who is sophisticated enough to 
be even a marginal agent would ever 


It Isn't In The Cards 


The New York department is mak- 
ing fine response to Gov. Rockefeller’s 
call for economies in all branches of 
his administration but it wasn’t doing 
so badly before as a garbled version of 
the governor’s talk would have New 
Yorkers believe. 

Two leading New York City papers 
gave their readers to understand that 
the insurance department had effected 
a saving of $500 a year by eliminating 
calling cards for deputy insurance 
superintendents. In accepting this fig- 
ure, the papers either vastly over- 
estimated the number of deputies or 
the average number of calls they make 
where the formality of sending in 
one’s card is demanded. 

Actually there are only five depu- 
ties, so obviously it would be neces- 
sary for each one to spend his full 
time, and probably considerable over- 
time, doing nothing but making the 
briefest possible calls if he were to 
use up $100 worth of calling cards a 
year. The finest available parchment- 
finish card printed by the most 
expensive method from a steel en- 
graving would cost no more than $30 
for enough cards to take care of all 
the calls that the typical deputy super- 
intendent would make during his en- 
tire probable tenure. After all, how 
many calls does a deputy make and 
how often is it necessary for him to do 
more than mention his name in order 
to be admitted? 

But let no one think the previous 
administration was squandering a 
needless $70 per deputy in addition to 
buying the toniest visiting cards avail- 
able. The explanation is that the gov- 
ernor’s reference to the $500 saving, 
which was an aside in a talk dealing 
with the growth of the suburbs, was 
incompletely reported, according to 
administration sources. 

The $500 saving was not just on 
calling cards but also on stationery 
for the five deputies, the saving being 


‘Advanced Selling’ Is An Advance 





be confused by the term “advanced 
underwriting” but members of the 
general public can hardly help being 
confused by it, if they understand 
“underwriting” to involve the evalua- 
tion of an insurance risk or its actual 
acceptance on the insurer’s behalf. 

Considering that many laymen are 
already confused by a dividend that 
is not a dividend when it is a life 
insurance dividend, it seems wise to 
avoid confusing the public more than 
is strictly necessary—and it is not 
strictly necessary to use “advanced 
underwriting” for an activity that in- 
volves no underwriting in either the 
risk-evaluation or  risk-acceptance 
sense. The designation “advanced 
sales” or “advanced selling” accurate- 
ly describes the activities generally 
encompassed by the term “advanced 
underwriting” and has the advan- 
tage of clearly communicating what 
the user intended to communicate. 
—R.B.M. 


in using regular insurance department 
stationery for everybody and not im- 
printing each deputy’s stationery with 
his name and title. Moreover, the $500 
saving was not an annual item, since 
the stationery and business-card or- 
ders were for more than a single year’s 
supply. 

And finally, the deputies are not 
being deprived of calling cards at all. 
They won’t get the copper or steel 
engraving kind any more but they’ll 
have perfectly respectable cards. Per- 
haps each card should carry a line in 
small but legible type: “Economy 
cards save taxpayers money.” That 
ought to take the wind out of the sails 
of those snobs who surreptitiously run 
their thumbs across visiting cards to 
detect the genuine intaglio feel.— 
R.B.M. 





Personals 


Arthur S. Mitchell, general agent 
of Minnesota Mutual at Brookings, 
S.D., has been named officer of the 
year by the South Dakota department 
of Reserve Officers Assn. 


William E. Walsh, vice-president of 
Equitable Society, has been appointed 
a member of the New York City 
USO Committee. 


William B. Mintzer, general agent 
of Security Mutual of New York at 
New York, has been elected a director 
of Central Industrial Bank, Brooklyn. 


M. S. Niehaus, president of Gulf 
Life, has been appointed by Florida’s 
Gov. Leroy Collins as a member of 
the state board of administration’s in- 
vestment advisory committee, an ad- 
visory group on the investment of 
state funds. Mr. Niehaus fills the 
vacancy on the committee created by 
the sudden death in May of Oliver 
M. Whipple, former financial vice- 
president of Gulf Life. 
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Deaths 


ALBERT E. THYSELIUS, vice- 
president of Hooper-Holmes bureau, 
died at his home in Madison, N. J. Mr. 
Thyselius, grandson of Carl J. Thysel- 
ius, former prime minister of Sweden, 
joined Hooper-Holmes in 1922, and 
two years later became manager at 
Newark. In 1924 he was transferred 
to the executive office, became assis- 
tant vice-president and in 1951 vice- 
president. 





Stocks 


By H. W. Cornelius, Bacon, Whipple & Co. 
135 S. La Salle St., Chicago, July 14, 1959 




































Bid Asked 
$ $ 
en BAS © Scans 235 245 
Beneficial Standard ......... 141% 1534 
Business Men’s Assurance . 39% 41'2 
Cal.-Western States 112 120 
Commonwealth Life... 2342 25% 
Connecticut General ...........00+ 350 358 
Continental Assurance 163 171 
Franklin Life ................ 7934 83 
Great Southern Life. ...............8 83% 8934 
Gulf Life 24% 27 
Jefferson Standard ..........cseeee 8542 89% 
Kansas City Life .... 1465 1510 
Liberty National Life 45% 47'2 
Life & Casualty ...... 225% 24% 
Life of Virginia ...... 5442 57% 
Lincoln National Life 222 231 
National L.&A.. ......... 110% 11434 
North American, Ill. 16% 18 
Nw. National Life ... 93 102 
Ohio State Life ... 265 300 
Old Line Life ............. 611% 
Republic National Life .. 6714 7134 
Southland Life ......... 94 102 
Southwestern Life ............ccsee 138 14812 
Travelers 9012 94 
United, Ill. 4212 443, 
U. S. Life 47 4912 
Washington Nationa] ........ 5334 6342 
Wisconsin National Life 4612 50 








Conventions 


July 23-25, National Assn. of Life Cornpanies, 
Inc., annual, Castle in the Clouds, Chatta- 
nooga. 

Aug. 31-Sept. 2, International Federation of 
Commercial Travelers Insurance Organiza- 


tions, annual, Broadmoor Hotel, Colorado 
Springs. 
Sept. 1-4, National Insurance Assn., annual, 


Sherman Hotel, Chicago. 

Sept. 11-12, Southwest Management Confer- 
ence, Statler Hotel, Dallas. 

Sept. 20-23, National Fraternal Congress of 
gaa annual Sheraton Hotel, Philadel- 
phia. 

Sept. 20-25, National Assn. of Life Underwrit- 
ers, annual, Bellevue-Stratford Hotel, Phila- 
delphia. 

Sept. 21, Fraternal Actuarial Assn., 
Sheraton Hotel, Philadelphia. 

Sept. 27-30, International Claim Assn., annual, 
Americana Hotel, Miami Beach. 

Sept. 28-30, Life Office Management Assn., 
annual, Edgewater Beach Hotel, Chicago. 
Oct. 12-13, Conference of Actuaries in Public 

Practice, annual, Drake Hotel, Chicago. 

Oct. 12-16, American Life Convention, annual, 
Edgewater Beach Hotel, Chicago. 
Oct. 26-28, Life Advertisers Assn., 

Drake Hotel, Chicago. 

Oct. 28-30, Institute of Home Office Under- 
writers, annual, Statler Hotel, St. Louis. 

Oct. 29-31, Mid-West Management Conference, 
annual, French Lick Springs Hotel, French 
Lick, Ind. 

Nov. 9-11, Society of Actuaries, annual, 
Greenbrier, White Sulphur Springs, W. Va. 

Nov. 9-13. LIAMA, annual, Queen Elizabeth 
Hotel, Montreal. 

Nov. 16-18, Health Insurance Assn., individual 
insurance forum, Biltmore Hotel, New York. 

Dec. 8, Institute of Life Insurance, annual, 
Waldorf-Astoria Hotel, New York. 

Dec. 9-10, Life Insurance Assn. of America, 
annual, Waldorf-Astoria, New York. 

Dec. 27-30, American Assn. of University 
eae Of Insurance, annual, Washington, 


annual, 


annual 


Southland Life has been licensed 


in California. 
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Director. George C. Roeding, Associat 
Manager. Roy R quist, Statistician. 
CLEVELAND 14, OHIO—1367 E. 6th Si, 


Lincoln Bldg., Rm. 208, CH 1-3396. Pui 
Blesi, Resident Manager. 


DALLAS 1, TEXAS—328 Interurban Bldg, 
Tel. Riverside 17-1127. Alfred E. Cadis 
Southwestern Manager. 


DENVER 2, COLO.—234 Commonwealt 
Bldg., Tel. Amherst 6-2725. J. Robert Ebe: 
hardt. Rocky Mountain Manager. 


DES MOINES 9, IOWA—327 Insurance E 
change Bldg., Tel. Atlantic 2-5966. Davi 
Chapman, Resident Manager. 


DETROIT 26, MICH.—613 Lafayette Bldg 
Tel. Woodward 5-2305. William J. Gessing) 
Manager for Indiana and Michigan. 


INDIANAPOLIS 20, IND.—5634 N. Rum 
St., Tel. Clifford 3-2276. William J. Gessin 
Manager for Indiana and Michigan. 


MINNEAPOLIS 2, MINN.—1038 Northwet 
ern Bank Bldg., Tel. Federal 2-5417. How 
ard J. Meyer, Northwestern Manager. 


NEW YORK 38, N. Y¥.—17 John St., Row 
1401, Tel. Beekman 3-3958. J. T. Curtin ati 
Clarence W. Hammel, New York Manageft 


PHILADELPHIA 9, PA.—123 S. Broad St, 
Room 1027, Tel. Pennypacker 5-3706. Rober 
I. Zoll, Middle Atlantic Manager. 


ST. LOUIS 2, MO.—221 Pierce Blidg., T 
Chestnut 1-1634. Geo. E. Wohlgemuth, Re 
dent Manager. 


SAN FRANCISCO 4, CAL.—582 Market & 
Tel. Exbrook 2-3054. Robert L. McMulle 
Pacifie Coast Manager. 


CHANGE OF ADDRESS 


Be sure to enclose mailing wrapper ani 
form 3579 with new address. Allow thit 
weeks for completion of the change. 

to subscription office, 420 E. Fourth S 
| Cincinnati 2, Ohio. 
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ommission To Study 
d. insurance Laws 


Gov. Tawes of Maryland has ap- 
nointed a commission to study the 
state’s insurance laws and recommend 
possible revision. Joseph D. Tydings, 
a delegate and son of former Sen. 
‘Brydings, is chairman. Other members, 
all of Baltimore unless otherwise in- 
dicated, are: 

John C. North of Easton, chairman 













NY i of the senate insurance committee, 
Mitchell, Mand E. J. McNeal, chairman of the 
cfarlane, Bouse insurance committee; Charles 
FICE Culver, agent and member of legisla- 

ture; Wiiliam Goodman, public adjust- 
z0 4, m1. Ber; Carle A. Jackson of the Riall 
VX CG Bil yackson Co. agency; James R. Leizure, 













urridge president of Allied Adjusters; Alexand- 


.Ebel, fer Lempert, manager of Liberty Mut- 
Cuscada ja]. Denton S. Lowe, formerly with 
wtnen the state insurance department 40 
“ years, nOW retired; Charles Markell Jr., 
| attorney; Norman P. Ramsey, at- 
jp Btorney; and E. Stuart Windsor, execu- 
J. O'Briel tive vice-president of the Riggs-War- 


fied-Roloson agency and conference 
ad chairman of Eastern Agents Confer- 


2, Ohio. B once. 
140. ” 


Mental Attitude Stressed 
By San Antonio Speaker 


A good mental attitude is the result 
of properly understanding the prob- 
lems of people, Elzie H. Jenkins, Dal- 
las manager of California-Western 
States Life, stated at the July meet- 
ing of San Antonio Assn. of Life 
Underwriters. 

In a talk devoted to mental at- 
titudes and their importance to the 
agent, Mr. Jenkins quoted a_ study 
which showed that 34% of a man’s 
ability is wasted by negative think- 
ing. “Negative action is motivated by 
the intangibles—gossip, indifference, 
temper and criticism,” he said. 

Two things control mental thinking, 
faith and fear. Faith will get the job 
done as fear will not. Strength derives 
from faith in the unseen. Strong con- 
victions precede great actions. 

{| Production can be increased some 

30% by overcoming fear, Mr. Jenkins 
said. 
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To Open New Home In Aug. 


monweatis ‘Interstate Life will formally open 
obert Ebi™ its new home office at Houston in late 
Tr. August. The two-story structure and 
parking lot was purchased from 
Trunkline Gas Co. for $750,000. The 
company will use 6,000 of the 31,000 
square feet of floor space and will 
lease the rest of it. Interstate plans to 
add another story to the building 
within two years. 
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This is the Symbol 
of Success to a 
Fast-Growing Group 
of General Agents 


Old Republic 


Life Insurance Company 
307 North Michigan Avenue, Chicago 1, Illinois 


CLU Seminar Program 
At NALU Annual Is Set 


The program for American Society 
of CLU’s national seminar, Sept. 21, 
during the annual convention of NALU 
in Philadelphia has been completed. 

Karl R. Bopp, president of the Fed- 
eral Reserve Bank of Philadelphia, will 
lead off in the morning with a talk 
titled “The New Quest for Security,” 
which will deal with methods that in- 
dividuals may employ to counteract 
the shrinking dollar. He will discuss 
the question whether inflation is in- 
evitable, and the place of stocks, bonds 
and life insurance in an _ uncertain 
economic picture. 

Other speakers on the morning pro- 
gram will be Dr. S. S. Huebner, presi- 
dent emeritus of American College; 
Herbert Graebner, dean of the college, 
and Benjamin N. Woodson, president 
of American General Life. 

Following the CLU _ luncheon, 
Charles B. McCaffrey, lecturer at the 
Wharton school of finance and com- 
merce of the University of Pennsyl- 
vania, will discuss practical uses of 
life insurance in modern business. Mr. 
McCaffrey’s address will cover such 
subjects as key-man indemnity at 
minimum cost cooperative premium 
deposits, business interest buy-outs, 
and estate liquidity through the close 
corporation. 

Title of Mr. Woodson’s speech is 
“Meeting Our Responsibilities to the 
Public.” 

The seminar will be conducted 
jointly by American College and Amer- 
ican Society of CLU under the chair- 
manship of Paul A. Norton, vice-presi- 
dent of New York Life, who is chair- 
man of the joint committee on 
continuing education for the two or- 
ganizations. 


Indianapolis Agents 
Elect Englehart President 


Richard H. Englehart, Equitable 
Society, has been elected president of 
Indianapolis Assn. of Life Under- 
writers. Evan S. Stuart, Mutual 
Benefit Life, is the new Ist vice- 
president; Doyle Wilcox, Prudential, 
2nd_ vice-president; W. D. Hoover, 
Northwestern National Life, treasurer, 
and G. William Eppley, Prudential, 
secretary. 

Dominion Life Revises Some Rates 

Dominion Life of Canada has revised 
its U.S. immediate annuity rates. Plans 
issued are no term certain, 10, 15 and 
20 years certain, installment refund 


and cash refund. The company also 
issues immediate annuities certain for 
periods of from 5 to 45 years. 
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Increasingly Important 


The importance of the training required to earn the designation 
of Chartered Life Underwriter—symbolized by this key—is very 
definitely growing year by year. One indication of this is the 
growth in paid memberships in the American Society—from 
2,264 in 1950 to 4,718 at the close of the 1957-58 year. 


There are many other indications of the increasing importance 
of the degree: various measurements of what happens to those 
who become C.L.U.s, the growing number of candidates who 
pass examinations, the ever-larger group of individuals who are 


studying to prepare for the C.L.U. examinations, ete. 


Doesn’t the increasing importance of this professional designa- 
tion suggest to you that it would be worth your while to explore 
what C.L.U. study might do for you? You can get more infor- 
mation about C.L.U. activity in your community through your 


local life underwriters association. 


BANKERS COMPANY 


DES MOINES, IOWA 

















GROUP PLANS 
Standan are easier to sel]! 


PREMIUM RATES traditionally low, were reduced for most 
N RAT effective May 1, 1959 
COMMISSION RATES were increased May 1, 1959 
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¢ Employees and Dependents 
e Unions 
e Creditor 
e Group Term and Paid-Up 





INCOME REPLACEMENT @ attractive 
e Standard weekly Indemnity Plan ; 
oe ek plans 


coverage to age 65 in qualified cases. 


ACCIDENTAL DEATH y, 
and DISMEMBERMENTS 


eeeeeoeaeeeeeeeeeeeeeeeeeeeeeveeeeeeeeeeeeeeeeeseeeeeeeeee 
For complete information, contact Standard’s Group Office nearest you. 


Portland 812 S. W. Washington-CA 8-4331 « Seattle 400 Securities Bldg.—-MA 3-8741 
Eugene 1410 Oak St. — DI 5-8446 


Standand esueans* 
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Serving California, 
Oregon, Washington, 
Idaho, Utah, 
Arizona, Hawaii. 


* Life * Accident * Sickness 
Individual & Group 
Home Office: Portland, Oregon 
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Conduct Many Discussions At Society Of Actuaries’ Regional 


extend non-medical privileges to as 
many agents as possible. Mr. Lake 
reported his company had to increase 
fees in Canada and thought that the 
pressure there may have been greater 
than in the U.S. 

In discussing the mortality expe- 
rience under recently expanded non- 
medical limits, Mr. Fisher mentioned 
a number of factors which must be 


(CONTINUED FROM PAGE 5) 
considered in making a valid compar- 
ison between medical and non-medical 
business. 

H. J. Brownlee, Prudential, noted 
the marked change in accident death 
rates of the current study in compari- 
son with the 1926-33 study. A signifi- 
cant item was a shift in a maximum 
point on the death rate curve from 
age 14 to age 19. Miss J. C. McKibbon, 


London Life, attributed motor vehicle 
and aircraft accidents as influencing 
the changing pattern of death rates 
and noted the substantial variance 
among companies. She pointed out pos- 
sible variations between American and 
Canadian experience, particularly on 
female lives. Marcus Gunn, California- 
Western States, felt that, while it may 
be premature to draw final conclu- 








Mie “VOICE” OF THE MEN FROM MIDLAND MUTUAL 





Field committee plays key role in top-level planning 


To paraphrase an old saying—“Everyone talks about 
the field’s point of view, but no one does anything 


about it.” 


At the Midland Mutual, something is done about it. 
Twice a year, company management meets with the 
Executive Committee of the General Agents Associa- 
tion for consultation on programs, problems and plan- 
ing. These are “shirt-sleeve” sessions at which field 
thinking on major matters is thoroughly reviewed. 


Serving Personal Security Needs Since 1906 





The Executive Committee provides an articulate 
“voice” for the entire agency force . . 


. a direct means 


of communication with Company officers. It’s “busi- 


° 
. . 
. . 
*eoeceee® 


ness democracy” in action, working for the benefit of all. 

If this philosophy of operation appeals to you, get in 
touch with Charles E. Sherer,-C.L.U., Vice President, 
Director of Agencies. Midland Mutual offers many op- 
portunities for qualified men under its exclusive FOUN- 
DATION BUILDER program for new general agents, 


MIDLAND MUTUAL 


LIFE INSURANCE COMPANY 


256 East Broad St., Columbus 16, Ohio 


Midland Mutual has immediate agency openings in Florida, Illinois, Indiana, lowa, Kentucky, Maryland, 
Tennessee and Virginia. Opportunities also available in other states. Write Company for full information. 
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sions, it appears that companies mayfi 


use a higher termination age and low. 
er premium rates for the double ip. 
demnity benefit. 

H. E. Crandall reported that Occ 
dental Life will switch to the ne 
mortality table in 1961 because of de 
ficiency reserve problems and beca 
a new rate book is due at that ti 
He believes that new premium rates 
particularly term rates, will more like 
ly increase than decrease, and _ tha 
Occidental will use the 100% e 
tended term table. 


G. H. Davis, Life Ins. Assn., in re! 


viewing progress of legislation in the 
different states concerning the 19% 
CSO table, said bills have been pa 
in 17 states and are pending in an al 
ber of others. It appears that ney 
laws will be enacted in probably mop) 
than half of the states in 1959. 4 
A. N. Guertin, American Life Cop 


vention, stated that a committee hg) 


i 
ig 
* 
been formed to investigate the desirg 
bility of other revisions of the modal 
laws, such as with respect to doub 
indemnity and disability requirement} 
Mr. Guest reported the current prog 
ress of the committee formed to p 

duce tables of values based on the 
1958 table. é 


Will Introduce New Rate Book 


H. J. Thompson said Monarch Life 
of Canada will introduce a new rat 
book, based on the new table, shorth 
The company found that the expeng 
of computing new functions and vak 
ues, for its purpose, was not great 

The session on individual A&S 
conducted by B. J. Helphand, Pacifig 
Mutual. He and C. N. Walker, Lim 
coln National, gave some figures frog 
their companies’ experience on 
cost of issuing and administering thes 
policies. E. H. Minor, Metropolitan, 
pointed out it was frequently easier 
to think of claim expense as a per: 
centage of claims than as a percent: 
age of premium. Mr. Walker agreed 
with this for expense control purposes, 
but said when calculating premium; 
it was usually more convenient to use 
claim expense as a percent of premi- 
um. 

Mr. Helphand added that the lower 
claim expense rates are experienced 
by companies whose business is con- 
centrated in restricted geographical 
areas. He said most claims are paid 
from the home office with assistance 
from field investigators, although ther 
is considerable variation among the 
different companies. P. F. Finnegan, 
said Prudential claims on hospital ané 
surgical policies are paid from the 
home office for the first two year 
and from field offices thereafter. 


hacpa eres 


Favors Use Of Special Policies 


Discussing the problem of differen! 
hospital-surgical costs levels in dil 
ferent parts of the country, Mr. Fin 
negan favored the use of special pd 
icies for use in particular areas whet 
an acute problem existed. W. D. Bishop 
Pacific Mutual, said his company o- 
fers its individual comprehensive hos 
pital and medical expense policy 
two plans, one designed for Californis. 
where cost patterns are substantially 
different from other parts of the coun 
try, and one for elsewhere. A. L 
Buckman, Beneficial Standard Life 
pointed out that one Beneficial Stand 
ard policy had had good claim expe 
rience in several parts of the countt 
but poor experience when extended to 
another area. 





In the discussion of persistency; 
Morris Pike, John Hancock, said # 
number of factors affected persistent 
of A&S policies which are not pre 
in life policies. Among them are thé 
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Leonardo da Vinci’s 14th cen- 
tury paintings and inventions 
were far ahead of the times. 
Security Benefit Life has never 
painted a portrait, but it has 
painted a much brighter future 
for hundreds of alert life repre- 
sentatives through the employ- 
ment of “Individualized Medical 
Underwriting.” JMU is a flexible 
underwriting program designed 
to meet the ever-changing needs 
and demands of a discriminat- 
ing public. 

Why not ‘Discover The Differ- 
ence” in your earnings by 
joining a company that is ahead 
of the times in service, Home 
Office cooperation, and liberal 
underwriting procedures? 
Licensed in most states, Security 
Benefit is a sound, established, 
highly rated company, offering 
its representatives up - to - date 
policies, efficient Home Office 
cooperation, plus tested sales 
aids. We feel we are the Com- 
pany with the DIFFERENCE— 
here’s just a few reasons why: 






























y easier e Top first year and renewal 

a per commissions for General 
Dercent- Agents: (Liberal vesting 
"agreed provisions) 

urposes, e Exclusive substandard facili- 
‘emiuns ties for you and your brokers 
t to use ae : 
- premi- e Lifetime Service Fee 

e Disability income when sick 

1e lower or disabled 
erienced 

is con e Liberal retirement plan 
raphical 
are paid e Office allowances 
ssistance 

h there 

ong t| CAREER OPPORTUNITY¢ 
innegat, 
ital and If you’re like many alert life 
rom. the underwriters, you have been 
jo yeast searching for the company 
Tr. 


which can help you make life 
insurance a career instead of a 
differen’ job without a definite future. At 


in dif the present time we have many 
Mr. Finr-{ excellent opportunities available 
cial pol- 


3 whet for men whose experience and 
). Bishop} ability qualify them for personal 
pany of- producing general agent respon- 
sive hos} sibilities. If you feel that you 
Oa can fulfill this challenging and 
re ntially rewarding opportunity, contact 
he cour} us today! 

. AL 


rd_ Life 
‘| Stan¢- MARC F. GOODRICH, CLU 


im. expe Assistant Director 
a of Agencies 

Dept. 43 
rsistency; 








mee URITY BENEFIT LIFE 


re: 
* poe the INSURANCE COMPANY Topeka, Kansas 
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availability of other policy forms, na- 
ture of the competition, attitudes to- 
ward claims and the pattern of agency 
operations of the particular company. 

Fred De Bartolo, American United 
Life, W. I. Wells, State Mutual, and 
C. F. B. Richardson, Mutual of New 
York, presented persistency figures 
based on experience of their compa- 
nies. Mr. Buckman said his company 
had had particularly good experience 
on policies issued over age 60. Mr. 
Minor presented figures which indi- 
cated that persistency is higher on 
family policies than on those issued 
to individuals, and higher on white 
collar workers than on blue collar 
workers. 

Mr. Brownlee opened the discussion 
of active life reserves by stating that 
reserves should always be considered 
when a level premium is charged for 
an increasing risk. Mr. Minor agreed 
and said Metropolitan has held 10 year 
preliminary term reserves on its can- 
cellable loss-of-time policies. Mr. 
Walker said Lincoln National has used 
5 year preliminary term reserves on 
some commercial policies. 


Analyze Experience 


On coverage at older ages, Mr. 
Walker said, Lincoln National is an- 
alyzing the morbidity experience of 
policies guaranteed renewable for life 
which were first issued in 1957. Al- 
though the study is not complete, ex- 
perience appears favorable. Mr. Minor 
said Metropolitan has had satisfactory 
experience on its senior hospital and 
surgical coverage due to careful med- 
ical selection. He felt that a success- 
ful guaranteed renewable policy must 
have definite limits on benefit amounts 
at the higher ages to avoid either ex- 
cessively conservative initial premium 
levels or a high probability of later 
premium revision. 

M. H. Farrant of Coates, Herfurth 
& England, presided over a session on 
recent developments in the employe 
benefits field. M. L. Grover, Johnson 
& Higgins, reviewed the tax status 
both as to the employer and employe 
of premiums paid under several dif- 
ferent methods of financing benefits 
for retired employes. R. D. Baldwin, 
Sun Life, A. A. Groth of A. S. Hanson 
and Mr. Farrant provided additional 
comments on the tax status in Canada 
and the U. S. of premiums for these 
benefits. 

Advantages of a combination of sin- 
gle premium group life and decreasing 
group term were outlined by P. H. 
Jackson, Aetna Life, while Vincent 
Grainger, Prudential, suggested that 
conversions to individual policies rep- 
resented a sound method for contin- 
uing either life or medical expense 
insurance after retirement. 


Difficult To Predict Costs 


W. D. Smith of Milliman & Robert- 
son referred to the difficulty of pre- 
dicting medical care costs and sug- 
gested that equity investments might 
be used to advantage in pre-funding 
these costs. D. G. Goddard, Marsh & 
McLennan, suggested that pensions 
could be increased by an amount suf- 
ficient to pay premiums for post-re- 
tirement insurance. 

E. H. Neuschwander, Fireman’s 
Fund, suggested that a small paid-up 
life benefit plus a joint-and-survivor 
annuity option for the employe’s wife 
constituted adequate post-retirement 
life insurance. J. K. Dyer Jr. of Tow- 
ers, Perrin, Forster & Crosby opined 
the cost of post-retirement benefits 
would be better understood if ex- 
pressed as a percentage of pension 
costs. 

Miss J. W. Beers, Occidental Life, 
and Mr. Grainger, Prudential, dis- 




















The Substandard Risk— 
Hidden Profit Opportunity? 


Many life companies seem to shy away from 
substandard risks. Yet these risks can prove profitable, 
if they can be safely covered. And they are most 

likely to become valuable “‘good will ambassadors” 
for the company that insures them. 


Because North American is in life reinsurance 
exclusively, we are constantly exposed to impaired risks 
in large numbers and wide degree. This fact has 
produced experience in substandard risk underwriting 
which can prove invaluable to the life company with a 
borderline case on its hands. North American’s position in 
evaluating substandard business is this strong— 

we will reinsure cases rated up to 500% on an automatic 
basis and cases rated up to 1000% on a facultative basis. 


Services of this caliber lead more and more 
life companies to reinsure with = 
North American. 


To find out more about our services, and 
what they might accomplish for your com- 


NORTH AMERICAN 
REASSURANCE COMPANY 


161 East 42nd Street, New York 17, New York 


MuUrray Hill 7-1870 
Reinsurance Exclusively 


pany, just write for your free copy of our Wale 
booklet, “Reinsurance Exclusively”. ok 7 
i Site ena, 


LIFE e ACCIDENT & SICKNESS e GROUP 














BOWLING GREEN 9-5726 





Interested in additional tax 


savings for your clients? 


OUR SOLE BUSINESS IS THE PURCHASE 
OF MATURING ENDOWMENT AND 
RETIREMENT INCOME CONTRACTS 
MINIMUM PURCHASE $10,000 @ NO LIMIT 


INSURANCE RESEARCH COMPANY 


67 WALL STREET 
NEW YORK 5, N. Y. 
ESTABLISHED 1954 
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cussed some of the objectives and 
problems in constructing a group in- 
surance dividend formula. William 
Cunningham, Pacific Mutual, cau- 
tioned that group life mortality tables 
are based on mortality of employed 
lives and therefore do not represent 
retired life mortality. On major med- 
ical, Mr. Cunningham indicated his 
belief that inside limits, including a 
reasonable schedule of surgical bene- 
fits, were essential to adequate claims 
cost control. Alexander Marshall, Oc- 
cidental Life, said major medical 
claims costs after age 65 were several 
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times greater than at the younger ages. 

W. A. Halvorson, Milliman & Rob- 
ertson, expected that comprehensive 
plans would continue to grow, but rec- 
ognized the need for more adequate 
premium rates and more clearly de- 
fined benefits, while G. N. Watson, 
Crown Life, recommended that the 
policy exclude payment for charges 
greater than those scheduled unless 
the claimant could submit proof that 
the charges were not unreasonable. 
Mr. Dyer saw a threat of self-insur- 
ance by large employers in the major 
medical field despite the high loss ra- 


tios currently being experienced. 

Disability benefits under pension 
plans were discussed by W. L. Reyn- 
olds, Prudential, and J. L. Hoffart, 
Occidental Life. Increased interest in 
these benefits is expected as a result 
of the addition of disability benefits to 
the OASI program. 


Points Out Cost Advantages 


On funding of deferred profit-shar- 
ing plans through insurance, B. H. Ha- 
zlehurst, Pacific Mutual, pointed out 
the cost advantages of the group in- 
surance approach as opposed to the 





WE'RE WOOING 


THE WOMEN’S MARKET 


Perhaps we should say we’re WOWING the 
ladies with brand new, realistic insurance 

coverage designed to keep pace with the 

increasing importance women play in our business’ 4 

economy. Working women have begun to 
realize the facts. More of them are interested 

in providing themselves with adequate coverage. 
Many have been deterred by high premium costs. 


For years the life insurance industry has 
recognized that the mortality on women was much 
more favorable than for men, but no one has 
done a thing about it... until now! 


Security Mutual’s new 1600 series has changed all 
that. Here’s a group of policies that recognizes 
the need . . . coverages that fit requirements 
perfectly ... insurance that our average 
working women can afford.. 
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market.” 





security mutu; | life insurance 


four, Steutily out (Uutiol naypondibiledy, 


81 EXCHANGE STREET, BINGHAMTON, N. Y. 


Richard E. Pille, President. 
Hariard L. Knight, Agency Vice President. 


That’s why we say, “We’re wooing the women’s 
We’ve done something about it. 

+? For example, in Security Mutual’s new series of 
life insurance plans, we calculate premium 

rates for women 3 years younger than actual age! 
And that means business. ; 


Security Mutual coverage is what you'll 
need to win your share of it. 


Hadn’t you better contact your 
Security Mutual General Agent today? 
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individual policy pension trust. Grad. 
ed premiums for ordinary policies haye 
increased this advantage, as the ay. 
erage pension trust policy, especially 
when issued after the original effee. 
tive date of the trust, is quite small, 
B. N. Coates Jr. of Coates, Herfurth, 
& England, discussed the objective 
and advantages of final salary pep. 
sion plans, and presented a method fo 
overcoming the lack of employer cog 
control inherent in such plans. W. R 
Marples, Milliman & Robertson, state 
that a method which controlled the 
cost of a final salary plan through ip. 
side limits must necessarily impair the 
usefulness of the plan. J. A. Attwood 
Hewitt Associates, said many of the 
advantages claimed for a final salary 
plan could be achieved with a care 


average plan by establishing a mini. fi 


mum pension. 
Studies Causes Of Increased Costs 


The panel on cost of medical care 
looked into causes of increased cost 
and what can be done to keep costs 
under control. Mr. Tookey was the 
moderator. Dr. Donald C. Harrington, 
president of San Joaquin Medical 
Foundation, described the work of the 
medical foundation in attempting t 
provide adequate medical care at a 
reasonable cost. Joseph L. Zern, ad- 
ministrator St. Luke’s Hospital, San 
Francisco, predicted that hospital costs 
will continue to rise at the rate of 5% 
a year in spite of all efforts of the hos. 
pitals to stop this trend. Mr. Wain 
discussed the group insurance actu. 
ary’s problems with rising medical 
costs. Mr. Walker elaborated on the 
problems when medical care costs are 
insured by individual policies. 

R. G. Stagg, Lincoln National, re. 
ported that a recent survey by a com- 
mittee of Society of Actuaries dis. 
closed a current shortage of 200 to 500 
fellows. It was predicted that this 
shortage would more than double dur- 
ing the next 10 years. Mr. Brownlee 
said the problem was to lure more 
able people to take the actuarial ex- 
aminations and that this job could be 
done only by actuaries themselves. G. 
B. Crofts, Occidental College, and Mr. 
Sarason said the actual shortage of 
actuaries would be greater than pre 
dicted, since a greater need would de- 
velop. A. K. Archer, Great-West, felt 
that efforts to increase the public 
knowledge of the actuarial profession 
had not been effective and that a well 
conceived simple story defining the 
actuary and the opportunities was 
needed. Attempts should be made t 
stimulate interest at an earlier age 
than is presently true. 


Nesbitt Gives Estimate 


C. J. Nesbitt, University of Mich- 
igan, estimated that there were 10) 
professors whose primary interest was 
actuarial. J. H. Bell, Manufacturers 
Life, said to correct the problem cre 
ated by shifting actuaries to jobs nd 
requiring a full actuarial training, his 
company had introduced a two yea! 
course on actuarial fundamentals fo 
executives. Other speakers on_ this 
topic were Mr. Estes and Alexandet 
Marshall, Occidental Life. 

J. F. Hook, Standard of Oregot, 


Service Guide «| 


ACTUARIAL COMPUTING : 
SERVICE, INC. j 


d 1389 Peachtree Street, 


















N.E., Atlanta 8, Georgia, © 
P.O. Box 6192. Telephone 
TRinity 5-6727. 
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id the adoption of graded premiums 
his company had resulted ina 
odest shift to higher priced plans 
and a modest increase in policy size. 
|B. Penrose, Pacific Mutual, men- 
tioned that the present introduction 


jof graded premium policies by his 


company had not produced any per- 
ptible change in the trend toward 
wer priced plans and higher coverage 
e policies. His company makes no 
attempt to vary dividends by size on 
non-graded business. 

ham Presides At Forum 

The forum on problems faced by 
aller companies was presided over 


py G. R. Bingham, Northern Life. In 
considering the advantages of the en- 


lo 











“Ecoast Life, pointed out the need for 


confining early activity to the home 
office area, and the importance of 
maintaining balance between sales and 
underwriting. B. R. Whiteley, Stand- 
ard of Oregon, said group insurance 
provides the agent with a_ broader 
portfolio of products which results in 
more commission dollars. Although 
only in the group insurance field for 
a relatively short time, over 40% of 
his company’s agents received com- 
missions On group insurance during 
the past year. 

F. M. Hope, Occidental Life, dis- 
cussed the problems of a small com- 
pany offering guaranteed insurability. 
He declared that it is a mistake for a 
small company to make guaranteed 
insurability too large a proportion of 
its business, and it should seek rein- 
surance if it is getting a large amount 
of new business on this plan. H. J. 
Thompson stated that antiselection 
must be offset by getting a sufficient 
volume sold rather than bought. His 
company is stressing the sale of guar- 
anteed insurability in juvenile sales. 
Mr. Nordquist pointed out the dif- 
ficulties in calculating substantial pre- 
miums on family policies because of 
the number of lives involved. He said 
his company found the cost of obtain- 
ing information on various members 
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presented an obstacle in underwriting. 
R. E. Edwards, Baltimore Life, stressed 
the high cost of making numerous 
changes during the life of family pol- 
icies. 

G. P. Streatfield, Beneficial Stand- 
ard, mentioned the need for making 
mortality and persistency studies in 
smaller companies. Mr. Estes reviewed 
some of the mortality investigations 
made during the past several years by 
his company. 

The desirability of holding a smaller 
company forum in connection with a 
regional actuarial club meeting evoked 
considerable comment. Mr. Buckman 
fe’. that the answer depended upon 
the nature of the club and recom- 
mended that a combination of informal 
unreported club meetings and record- 
ed forums had certain advantages. 
Charles Connolly, Southwestern Life, 
described the Actuaries Club of the 
Southwest’s procedures of formal 
papers and unreported discussions. 
The difficulty in getting lead-off speak- 
ers prompted Mr. Nordquist to favor 
merged sessions. Separate sessions en- 
able actuaries to attend only the 
smaller company forum if that is their 
chief interest, Mr. Martin remarked. 
Mr. Hoskins raised a question as to 
the group’s preferences and the con- 
sensus favored reporting the smaller 
company forum’s proceedings in the 
transactions of the society, and con- 
tinuance of a separate forum. 


Discusses Annualized Commissions 


The advantages of annualized com- 
missions in financing new agents and 
reducing expenses on installment pre- 
miums were cited by Mr. Cannon. 
Gulf Life’s practice of amnnualizing 
commissions on ordinary insurance 
and putting them into a reserve ac- 
count from which 5% was paid out 
each week was described by J. W. 
Clarke. A continuing study of each 
agency’s record as to lapses, policy 
plans and average size, and expense 
rate was recommended by H. J. 
Thompson. R. P. Walker said Wiscon- 
sin National produces a monthly re- 
port for each agent and each agency 
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ALL AMERICAN 
, LIFE & CASUALTY COMPANY BELIEVES... * 


“The producer should receive a greater percentage of 
renewal commissions for a job 
of quality production.” 


General Offices: ALL AMERICAN BUILDING, 
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Why notinvestigate NOW one of the most talked about companies in America 
and learn the startling facts about Democracy in action—through the out- 
standing contracts and policies of All American Life & Casualty Company. 


WRITE: 

Mr. E. E. Ballard, President, All American 
Life & Casualty Company. All American 
Building, 505 Park Place, Park Ridge, Illinois. 
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sion and profit-sharing plans, group 
insurance operations, and various pay- 
roll and accounting items, D. S. An- 
deregg reported. Mr. Sarason pointed 
out the advisability of studying indi- 
vidual case histories instead of elab- 
orate statistical analyses in some in- 
stances. : 


of business issued, policies lapsed, and 
commissions earned in order to study 
performance. 

Mr. Clarke reported that Gulf Life 
had installed a consolidated functions 
system using an IBM 650 machine and 
on ordinary insurance the machine 
had paid for its portion of the total 
cost of installation in the first six 
months. Mr. Connolly remarked that 
some smaller Texas companies were 
using the 305 RAMAC successfully, 
because of its large memory unit and 
lower rental cost. The Henry J. Kaiser 
company uses an IBM 650 on its pen- 


Kalamazoo CLUs Pick Emerson 

Kalamazoo chapter of CLU has elect- 
ed Ralph W. Emerson president. Also 
elected are J. Matt Chandler, vice- 
president, and Charles B. Wylie, sec- 
retary-treasurer. 








We’re referring to the 
personal insurance coverages that we write — 
including all forms of life insurance, retirement in- 
come, annuities, endowments, non-can sickness and accident, 
hospitalization, major medical as well as all the popular types 
of group insurance. These policies, together with proven point 
of sale material, provide our field men with a powerful, com- 
plete sales kit that enables them to offer their prospects and 
clients the proper coverage at a competitive premium . 


Another reason why our field men are happy, successful 
members of their community — a credit both to themselves and 
to the name of Union Mutual. 


UNION MUTUAL 


Life Insurance Company of Portland, Maine 





Canadian Head Office — Montreal, P. Q. @ America's Eighth Oldest Life Insurance Company 


Offering All Forms of LIFE © NON-CAN © GROUP 
Rolland E. Irish, President — John R. Carnochan, Executive Vice President 
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300 At Union Mutual Sales Conference 


(CONTINUED FROM PAGE 8) 


tempted until an agent already has 
experienced some measure of success 
in business, and it should never take 
up so much time as to interfere with 
other aspects of self-development, Mr. 
Coffin said. 

Era Of Change 


Mr, Huey, 
tunity to Serve,” 


in his speech, “Oppor- 
assayed the indus- 


try’s prospects for the future, saying, 
“We all realize that we are in an era 


Go up with American United! 


American United is growing fast. All its men on the 
way up... are up. This company encourages individual 


growth. 


of great change in the distribution of 
life insurance, and we naturally are 
concerned about what the business 
will be like in 10 years. The market 
for ordinary, according to LIAMA 
economists, looks promising. 
“Analyzing ordinary’ sales_ since 
1929, we find a steady expansion—$30 
billion sold in 1955, $35 billion in 1956 
and $45 billion in 1957. Projecting 
this curve on a conservative basis, we 
see a 100% increase in the market in 


the next 10 years.” 

During the conference, Rolland E. 
Irish, Union Mutual president, was 
honored with a reception for his 25th 
anniversary with the company, at 
which he and Mrs. Irish were 
presented with an engraved punch 
bowl and 24 cups, each engraved with 
the name of winners in the spring 
sales campaign, Leading individual 
producer in the campaign was Richard 
Waddington, district manager at New 
Brunswick, N. J., who presented a 
punch ladle in his own name. The 
matching tray was given by the 








Your opportunity ? 


Which spot you fill—personal producer (earn while 


you learn), unit manager or agency manager—is up to 
you. At American United, management helps you de- 
termine your own objectives . . . decide what you want 
to be. Then we help you get there . . . as soon as you 
can. We call that the “Partnership Philosophy.” 


But get the story firsthand—from the vice president 
and manager of agencies, Pete Leland. He'll be glad to 


hear from you. 


AMERICAN UNITED LIFE 


INSURANCE COMPANY e 


American United operates in thirty-three states throughout 
the United States. New offices are being opened every month. 
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HOME OFFICE: INDIANAPOLIS, INDIANA 


ALL ORDINARY LIFE FORMS-FLEXIBLE OPTIONS-LOW NET COST SPECIALS-UNIQUE JUVENILE-GROUP INSURANCE-GROUP RETIREMENT-PENSION TRUSTS-NON-CANCELABLE 
DISABILITY-GUARANTEED RENEWABLE MAJOR MEDICAL-GUARANTEED RENEWABLE HOSPITAL & SURGICAL-SPECIALISTS IN SUBSTANDARD UNDERWRITING & REINSURANCE 


United 


URANCE OMPANY 


Partnership Philosophy 
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Boston group office, which led ¢ 
group sales effort. otz 
Honors also went to leadinz p P 
ducers, members of the Preside ons 
Club, to which the following offi om 


were elected: Frank C. Carbrey, Del pow: 


ver, president; Andrew P. Lee, XN, t Sout 
York, vice-president, and Charles ince 1 
L. Burwell, Portland, Me., secretagj .. joi 
treasurer. The executive committee ce 
made up of club officers plus Fal jtant 
Fast, Newark; Aarol W. Irish, Sz relation 
naw, and Nathan Metzger, Richmagj yy. 
Also honored were members of ihe life 
Boston agency, managed by James busines 
Voss, which won the president’s sen ential 
Other scroll honor agencies and thfpegin 
managers were Bangor, Russell an. 
Peavey; downtown New York, Arng ecame 
Siegel; midtown New York, Mich anage 
J. Denda, and home office, Fred en | 
Jordan. egiona 
Recognition was also given to Jy ce opel 
D. Curtin and Dale M. Foster of tito in 
Los Angeles group office, which onsultz 
the group plaque as 1958 sales leag is Can 
Robert C, Russ, vice-president Two 
charge of group sales made the pr kenior { 
entation in chal 
= Prudent 
Knights Of Columbus ee 
General Agents Meet i ; 
Protection for the entire family a vhery 
retirement income for husband aif, Can: 
wife were the themes of the meetifijowin 
of general agents of Knights of (ine cor 
lumbus at Chicago. The gathering wibt the | 
attended by 88 general agents afftraining 
many of their wives. Supreme Knig# Over 
Luke E. Hart presented merit awarictive | 
and outlined expansion plans for tifand has 
fraternal’s insurance program. A senifToronto 


nar for metropolitan agents and 3 
other for rural agents were held. 
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S. C. Department Change 


Commissioner Kelly of South 
lina has appointed James C. Ga 
chief examiner. He has been an exaq 
iner for 10 years and his previous} 
was senior examiner. He _ suce 
James Parrish, who becomes depa 
ment actuary. | 


Attend Northeastern Group Cla 

Some 40 general agents and aga 
of Northeastern Life have attended! 
group insurance class at the Colum 
University Club in New York. D 
the class, emphasis was placed on 
new small business group plan for 
to 24 employes recently introduced} 
Northeastern with life coverage and 
hospital, surgical and medical cove 
age. 


J. Wac 
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ed secre 
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70 to 8 | 
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for revi 
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C.é&I. Life Reports Ist Half Gains 

C. & I. Life of Houston has reporid 
a 35% increase in paid-for businessi 
the first six months of 1959, whi 
lapses and surrenders decreased 2! 
Insurance in force rose 166%. The 
pany has added non-cancellable # 
guaranteed renewable A & S and mi 
medical to its portfolio. 









Intercoast Mutual Life of Sac 
mento has been licensed in Oreg0t 
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—— a 
vagin’ EiConsultant In LIAMA’‘s 
ing off@ompany Relations Unit 
rbrey, Def yoward W. Hotz, district manager 
. Lee, Net South Orange, N.J., for Prudential 
Charles ince last August, 

» secretail..; joined LIAMA 

ommittee™®, a senior con- 





| plus 





bultant in company 























Irish. Saf ajations. 

, Richmo yr, Hotz entered 
bers of he life insurance 
y James business as a Pru- 
lent’s sen ential agent at 
S and thfpegina, Sask., 
Russell Bran, where he 
ork, A rnd became assistant 
rk, Mic anager in 1946. 
-e, Fred $when Prudential’s 





Howard W. Hotz 


egional head off- 
ce opened in Tor- 
pnto in 1950, he was named training 
onsultant. In the same year, he earned 
is Canadian CLU designation. 

Two years later he was appointed 
senior training consultant for Canada 
in charge of A&S training, when 
Prudential entered that field. In 1954 
he became manager of A&S sales and 


ren to J 
ster of 
which jy 
ales leads 
-esident 
e the pr 























































S service for Canada. 
st In 1956, when Prudential entered 
he small group market, Mr. Hotz was 

family afpjaced in charge of group field training 
isband an Canada, in addition to A&S. The 
he meeti following year he was transferred to 
thts of (ithe corporate field training division 
thering wit the Newark home office as senior 
agents aitraining specialist. 
ome Knigf Over the years, Mr. Hotz has been 
erit awatifactive in agent association activities 
ans for tand has held offices in the Regina and 
im. A senigToronto Life Underwriters Assn. 
ts and ; _— 
held. Texas Home Office Life 
= nderwriters Elect Payne 

g J. Wade Payne, Praetorian Mutual 
outh Can@Life, was elected president of Texas 
, C. Ga Home Office Life 
n an exi Underwrit- 
‘evious p ers Assn. at the 
e  succe organization’s an- 


res depa nual meeting near 
Grapevine. 
Vice-presi- 
dents are Dave 
iu oh 
p Cl Soelter, Mercan- 


and age 
attended! 
e Colum 
ork. Dum 


tile Security Life; 
Truman Ragsdale, 
Great Naticnal 
Life; and Budd L. 


laced on i 

lfe, T Life. 
plan for J. Wade Payne by ns ae ee 
roduced #piackwell of Southland Life was elect- 
rage and 


ical eal ed secretary-treasurer. 


Wis. Senate Passes Bill 


To Regulate Blue Cross 

The Wisconsin senate by a vote of 
70 to 8 passed the bill to require Blue 
Cross and Blue Shield plans in Wis- 
consin to file annual reports with the 
insurance commissioner and to submit 
contracts and premium rates to him 
for review, although not necessarily 
for approval. The bill goes to the house. 
It has the backing of the governor. 
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Morrison To C. Of C. Post 


George Morrison, district manager of 
the Oklahoma office of U. S. Chamber 
of Commerce, has been named assis- 
tant manager of the chamber’s insur- 
ance department, to take over in 


NT | 
TS 


— 

ATES jAusust or September. He has been 
nts with the chamber for seven years. The 

ta assistant manager’s job has been va- 

anies § §ant for a number of months. 


Seaboard Life has been licensed in 
Texas and Indiana. 
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A total of $103,974,615 of new life insurance written during June is the story 
told in birthday greetings being presented to Theo. P. Beasley, president of 
Republic National Life by agency officers. June was President’s Month at 
Republic National, and the total production in excess of $100 million was an 
all-time record month for the company. Shown are Howard W. Channell, 
assistant vice-president and director of branch offices; H. R. Hunke, assistant 
vice-president and director of general agencies; Mr. Beasley; Clarence J. Skel- 
ton, senior vice-president and coordinator of production planning; 
Cureton assistant vice-president and director of A&S agencies, and Lyman E. 


King, assistant vice-president and director of agency training. 


Vincent Coffin To 
Be Speaker At CLU 
Conferment Rites 


Vincent B. Coffin, chancellor of the 
University of Hartford and former 
agency vice-president of Connecticut 
Mutual Life, will be the spz2aker at 
the 32nd annual conferment exercises 
of American College, Sept. 23, during 
the annual meeting of NALU in Phil- 
adelphia. 

The CLU dinner and conferment 
ceremony is held every year in con- 
junction with the NALU convention. 
This year’s audience is expected to 
number some 1,000 people. 

Mr. Coffin will address the 1939 
class of CLUs, of which there will be 
more than 700, Herbert C. Graebner, 
dean of the college, estimated. 


Port Huron Agents Elect 
Port Huron Life Underwriters Assn. 
has elected W. Robert Dundas, St. 


Allen 





‘Public’ Life Insurance 
Symposium In N.Y. Open 
To People In The Industry 


The symposium on the economic 
and social contributions of life insur- 
ance to the nation at New York’s 
Madison Square Garden, July 28, al- 
though billed as a “public” symposium, 
is open to life insurance agents and 
home office employes who are in the 
city on thatdate. 

Invitation to attend the meeting, 
which begins at 9:30 a.m., and is be- 
ing held in conjunction with Equitable 
Society’s 100th anniversary celebra- 
tion, has been extended to life insur- 
ance personnel by the symposium’s 
sponsors—Life Insurance Assn., Amer- 
ican Life Convention and _ Institute 
of Life Insurance. 

As reported in last week’s issue of 
TH NATIONAL UNDERWRITER, speakers 
will be John Sutherland  Bonell, 
minister of New York’s Fifth Avenue 
Presbyterian Church; Dr. Detlev W. 
Bronk, president of the National acad- 
emy of Sciences; Ivy Baker Priest, 
treasurer of the United States; Neil 
H. Jacoby, dean of the University of 
California’s graduate school of busi- 
ness administration, and Frederick R. 
Kappel, president of American Tele- 
phone & Telegraph Co. Holgar J. 
Johnson, president of Institute of Life 
Insurance, will give a summary of their 
views. 


Beneficial Standard Life 
Enjoys Good First Half 


Beneficial Standard wrote $34 mil- 
lion of new life business in the first 
six months of 1959, bringing insurance 
in force to $179 million. A&S premium 
income amounted to $7,115,703, a gain 
of $546,679 over the first half of 1958. 
Travel accident policies marketed 
through national credit cards produced 
$510,000 of premium income. 


State Mutual June Individual Life 


Sales Gain 27%, 9% In Six Months 

State Mutual Life’s individual life 
sales in June climbed 27% above June, 
1958, a record, and for the first six 
months were $101,846,00, a 9% in- 
crease. New annualized A&S premi- 
ums during June were up 69% and for 
the six months gained 72%. 


Supreme Court Cases Carried Over 

WASHINGTON—Summer adjourn- 
ment of the U. S. Supreme Court left 
carried over until the fall for argument 
the following cases: No. 15, National 
Labor Relations Board vs Insurance 


Agents International Union, in which 
the court granted a certiorari 
and No. 51, Federal Trade Commission 
vs Travelers Health Association. 


Clair, president. Also elected are Al- 
phonse G. Beskangy, Port Huron, vice- 
president; Robert Visger, St. Clair, 
secretary, and Walter Baker, Port 
Huron, treasurer. 
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Now... 


in mind. 


to 70 atlow.. 


Crown comes to TERMS 


with your clients and prospects. 


Yes...Crown’s new...all new...1959 P/S 
rates are value-designed with the consumer 


Yes...the Term buyer can be covered from 
Yearly Renewable Term right through to Term 
.low...low rates. 





YRT 
$4.27 


of amount. 





Here is “Fact-astic” Proof! 
Age 35—Basic Cost per $1,000. 
5 Year | 


(conv. 4) 
$4.58 


plus P/S only $7.50 annually per policy for handling and servicing regardless 


Term to 70 
(conv. to 65) 
$13.14 


10 Year 
(conv. 8) 
$5.20 














When it’s new 
in town 

... it comes 
from 


CROWN 
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And Crown tops commissions too! | 
Write your General Agent today for a complete 
“Life Kit” or send in the coupon below. 


TO BROKERAGE DEVELOPMENT DEPT. 
CROWN LIFE INSURANCE COMPANY 
120 Bloor St. East, Toronto, Canada 


Please send me the Brokerage Life Kit, including your full 
P/S Rate Book. 
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SUN LIFE HAS OPENED 
TWENTY-FOUR 
NEW BRANCH TERRITORIES 
IN NORTH AMERICA 
TO SERVE THE 
EXPANDING BUSINESS 
OF ITS REPRESENTATIVES. 
SUN LIFE IS 
A PROGRESSIVE COMPANY IN A 
PROGRESSIVE INDUSTRY. 


SUN LIFE 
ANADA 


$3 billion paid in policy benefits 
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PRE-PUBLICATION 
NOTICE 


The concise and practical tax studies listed 
below will be of considerable interest to 
financial officers, professional consultants 
and others responsible for fiscal policies of 
LIFE INSURANCE COMPANIES. 


Publication date will be approximately 45-60 
days after enactment of the “Life Insurance 
Company Income Tax Act of 1959.” 

TAX PLANNING FOR LIFE INSURANCE 


COMPANIES—1959 $25.00 


HOW TO PREPARE THE 1958 LIFE IN- 
SURANCE INCOME TAX RETURN $20.00 
(Significant accounting recommendations will 


be reflected throughout along with reproduc- 
tions of worksheets.) 


Edited by JOHN B. REID, JR. 


A 5% discount will be granted on those 
orders accompanied by remittance. 
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P. 0. Box 35461 Dallas 35, Texas 














Zimmerman Calls Group Life Abuses Self-Limiting | 


probably take constructive steps to 
stop some of the more questionable 
practices. In either case it is clear 
that abuses of group are self-limiting.” 

As group abuses Mr. Zimmerman 
mentioned “unrealistic limits, unsound 
underwriting, unfair compensation 
practices, unnecessary undermining of 
the agency system, unwise and anti- 
social discrimination in amounts avail- 
able to different classes within a group 
and unwarranted applications, such as 
key-man and stock retirement cover- 
ages.” 

Regarding minimum deposit plans, 
Mr. Zimmerman said the Connecticut 
Mutual position is not that high cash 
value policies are intrinsically wrong 
but rather that they should not be 
subsidized by all other policyholders. 


$100,000-Minimum ’Specials’? 


“People who want them should be 
willing to pay for them,” he said. He 
suggested that competition trends in 
minimum deposit might result in lower 
surrender charges across the board for 
a number of companies and in the 
appearance of even higher minimums 
—perhaps as much as_ $100,000—in 
some “special” contracts giving higher 
cash values at these amounts than in 
policies purchased for smaller 
amounts. 

Mr. Zimmerman discussed the com- 
petition for savings dollars—particular- 
ly mutual funds—and the trend to- 
ward lower premiums and increasing 
use of term in preference to perma- 
nent insurance. 

“We must not tear down the prin- 
ciple of equity investments,” he 
warned. “Instead we must take a posi- 
tive approach in selling the value of 
fixed dollars, in promoting the place 
of the fixed dollar and permanent life 
insurance as essentials in our pros- 
pects’ financial picture. We must keep 
in mind that almost all property other 
than life insurance can go up or down 
in value, and that there is a vital need 
for fixed dollars to stabilize these 
fluctuations for any individual. 

“The theory of equity purchases, 
dollar averaging, is a theory only. 
Dollar averaging is not a reality. 
People won’t keep on buying equities 
in a sliding market, not the way they 
will keep putting money into perma- 
nent life insurance regardless of eco- 
nomic conditions. 


Must Reaffirm Faith 


“We must reaffirm our faith in our 
product. Life insurance, permanent 
life insurance, is the best way—often 
the only way—for most men to provide 
for themselves and their dependents, 
to measure up to the faith of loved 
ones who placed their lives in the 
hands of the breadwinner, to carry 
out fundamental personal responsibili- 
ties. Freedom from responsibility en- 
tails loss of all freedom. As life insur- 
ance men we promote recognition of 
and willingness to assume _ personal 
responsibility... This is our great con- 
tribution as free men to other free 
men and to the free society upon 
which all our futures depend.” 

Earlier in his talk, Mr. Zimmerman 
said the economists foresee a full-scale 
economic upswing for at least the next 
six months, which he termed a sound, 
natural recovery after the recent 
eight-month “recession.” 

“To the expansion of our business, 
however, the condition of the economy 
is not as important as the condition 
of the life insurance agent,” he said. 

“A prosperous economy provides 
more or less receptive prospects, re- 
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ceptive not only to life insurance but 
also to all the physical comforts and 
luxuries offered by all other business 
in furious competition for the con- 
sumer dollar. The agent who sells an 
increasing volume of life insurance, 
therefore, succeeds because of his own 
efforts and not because of healthy 
economy or because consumers are 
happy and optimistic.” 


Confidence In Future 


Nevertheless, Mr. Zimmerman con- 
tinued, life agents have every reason 
to feel confident about their future. 
Among other encouraging signs, he 
pointed to prospects for continued 
sound increase in productivity, for a 
record rate of family formation, and 
for a rising proportion of families in 
the middle-income groupings. He did, 
however, single out two dark spots in 
an otherwise rosy economic picture: 

1. Unjust, burdensome taxation: 
“The tax burden is not likely to less- 
en in the forseeable future, because 
of the increasing demands for services 
at all levels of government. Neverthe- 
less, certain tax reforms can and 
should be made to free individuals to 
care for themselves, and to encourage 
efficient business administration. Our 
present tax structure discourages in- 
dividual initiative and encourages 
wasteful business practices. Possibly a 
token action will be taken to reduce 
taxes in the political year of 1960, but 
a real effort toward tax reform prob- 
ably won’t be seen until 1961 at the 
earliest.” 

2. Inflation: “Since 1900 there have 
been more years of deflation than of 
inflation. Inflation is not inevitable, 
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and there are good reasons to belig 
it is not going to continue indefinitd 
The facts are being brought hop 
with increasing impact on the averagay 
citizen. There is a growing realizatigi} 
among the rank and file that fede 
spending for non-essentials must } 
stopped, that the vicious wage-prid 
spiral is absolutely insane; that ever, 
one ultimately suffers from inflation 
including government itself, that suh 
sidies to special economic groups hy 
the economy, that there is danger 4 
pricing ourselves out of world marke 
The rank and file are starting _ 
protest. Word from back home j 
starting to penetrate Congress, anj 
there are signs that the econom; 
facts of life are starting to supplay 
politics as the major guide to top 
level thinking.” 


Simpkin Honors Leaders 


Leading off the program wa 
Agency Vice-president Raymond ¥ 
Simpkin, who presented trophies ani 
plaques to national award winners fq 
1958 and honored several other group 
of leading agents. 

He pointed out that the increasing} 
success of the Connecticut Mutu 
field force, and thus the company, 
was reflected in a comparison of 
records over the past few years. Fo 
example he noticed that in 1948, with 
a volume requirement of $250,000, 
300 agents qualified for the nation 
meeting, as compared to 425 agent; 
meeting a $500,000 requirement fof 
this year’s convention. Since 19% 
membership in the company’s Millio} 
Dollar Corps has risen from 14 to 63; 
in the Half-Million Dollar Corps from 
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Alvin Borchardt & Company 
CONSULTING ACTUARIES 
= AND = 
INSURANCE ACCOUNTANTS 
Detroit Atlanta 








Haight, Davis & Haight, Inc. 
Consulting Actuaries 
Insurance—Pensions 

2801 North Meridian St. 5002 Dodge St. 
Indianapolis 8, Ind. Omaha 32, Neb. 








BOWLES, ANDREWS & TOWNE, Inc. 
ACTUARIES 
MANAGEMENT CONSULTANTS 
LIFE—FIRE—CASUALTY 
EMPLOYEE BENEFIT PLANS 
RICHMOND ATLANTA NEW YORK 
PORTLAND DALLAS 














COATES, HERFURTH & 


ENGLAND 
CONSULTING ACTUARIES 


San Francisco Denver Los Angeles 














E. P. HIGGINS & CO. 


(Frank M. Speakman Associates) 


Bourse Building 
Phila. 6, Penna. 


Consulting Actuaries 
Accountants 








RINTYE, STRIBLING 
& ASSOCIATES 


Consulting Actuaries—Insurance Accountants 
Pension Consultants 
William-Oliver Bldg. 
JAckson 3-7771 


Atlanta 
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Consulting Actuaries ? 
Management Consultants | [ 
342 Madison Avenue 
New York 17, N. Y. 








CHASE CONOVER & CO. 
Consulting Actuaries 
and 
Insurance Accountants 


332 S. Michigan Ave. Chicago 4, Ill. 
Telephone WAbash 2-3575 








HARRY S. TRESSEL & ASSOCIATES 
Consulting Actuaries 
Insurance—Pensions 

10 South La Salle Street 
Chicago 3, Illinois 
FRanklin 2-4020 
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That depends on you! It de- 
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snarl | So, ask yourself: 
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home Can I show others how to 
saa | prospect —to get leads 
suppla from their own efforts, 
to tool ability and imagina- 
| tion and not depend on 
the home office or their 
supervisor ? i 
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48, with settlement option— 
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and more important, to 
compete with them- 
selves ? 
B= Can I instill in others the 
Inc. desire to earn—more 
money by making the 
most of their abilities? 
>dge St.) If you can give affirmative 
2, Neb. answers to those questions, 
then there’s no limit to 
———8 “How Much Is A Lot” when 
. you have an Ohio State Life 
Contract which offers: 
S, 
Building Highest lifetime service 
Penna, fee in the business to ad- 
—— equately compensate the 
career underwriter—ful- 
ly vested renewals for 9 
years—top lst year com- 
— mission on par and non- 
par policies—agency 
Atlanta office allowance—non- 
contributory pension 
plan — operating capital 
— for new agents. 
2 
-O. 
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65 to 222. Since 1951 the average 
production of the company’s top 100 
agents doubled, to $1.2 million, with 
a 67% increase in commission income. 

Among those receiving trophies or 
plaques were the following agents, 
with winners and runners-up listed 
in that order: 

Volume leaders: Robert Goldsmith, 
Los Angeles, $4,447,000; J. Milton 
Edelstein, Chicago, $2,986,000. 

Leaders in cases: George Deras, 
Omaha, 19942; Noel Willis, Houston, 
186%. 

Conservation leaders: J. Robert 
Wilhelm, Philadelphia, and Donald 
Newton, Syracuse, both with 100% 
persistency on business written in the 
previous two years. 

Leading supervisors: William Schu- 
bert, Boston, and James Mills, Atlan- 
ta. 

Leading first-year agents, volume: 
Herbert Spaugh, Charlotte, N.C., 
$1,078,000; John Maddox, Atlanta, 
$885,000. 

a Leading first-year agents, cases: 
} | Herbert Cohen, Peoria, IIl., 8844; Rich- 

ard Carvajal, San Antonio, 752. 

j Leading second-year agents, vol- 
} ume: John Skalla, Omaha, $1,020,000; 
‘ | Howard Dehoney, New Orleans, $807,- 
2 000. 

i Leading second-year agents, cases: 
Howard Shaw Jr., Denver, 143; John 
Skalla, Omaha, 105%. 


Panel Discussions Conducted 


q { Moderated by E. A. Starr, assistant 
agency vice-president, a panel of 
general agents discussed success pat- 
terns in the advanced sales field. 
Panelists were E. B. Bates, Los Ange- 
les, W. S. Cobb, Boston, P. F. Hower- 
ton, Charlotte, N.C., Norris Maffett, 
Philadelphia, and P.L.B. Smith, At- 
lanta. 

Horace R. Smith, assistant agency 
H - vice-president, presided over a sympo- 
sium at which five younger agents 
gave their thoughts on the life busi- 
ness and their success in it. The 
+ agents are P.B. Carr, Portland, Ore., 
. K.W. Christianson, Los Angeles, C.F. 
Eastman, Wilkes-Barre, Pa. J.C. 
+ Brown, Los Angeles, and J.F. Wilcox 
: III, Omaha. 

Frederick R. Griffin Jr., Philadel- 
phia, a veteran of 33 years with the 
company and a life member of the 
Million Dollar Round Table, closed 
the conference with a talk on “My 
Company.” 
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Publish Aid To New 
Girl In Life Office 


Handbook for the Life Insurance 
Office, by Fred A. Lumb, New Eng- 
land Life general agent at Grand 
Rapids, has been published by the 
Rough Notes Co. The looseleaf, spiral 
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handbook is designed for the new girl 

in the office. It answers questions of 

what the business is all about and how 

it operates, and where the girl fits 
_ into this. How the policy comes into 
/ existence, the requirements for issu- 
' ance, and the different types of in- 
surance are explained. One chapter 
itemizes most of the agency activities. 
The handbook may be obtained for 
$2 per copy from Rough Notes Co., 
1142 North Meridian Street, Indianapo- 
lis 6, Ind. 
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Flint Agents Elect Roeder 

Flint Assn. of Life Underwriters has 
elected Albert I. Roeder, Northwestern 
Mutual, president. Other new officers 
are Robert V. Winters and Thor Neil- 
son, vice-presidents; Loren G. 
Edmonds, secretary, and Thomas V. 
Kilpatrick, treasurer. 
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GUARANTEED 
INSURABILITY 





















Boost today’s sales and create tomorrow’s oppor- 
tunities with the newest, most complete Guaran- 
teed Insurability Plan — just introduced by 
Wisconsin National Life. 


@ Applies to BOTH Life and Term 
policies. 


© $10,000 original policy permits 
$60,000 additional coverage—with- 
out proof of insurability. 

© Additional coverage based on orig- 
inal policy—not to exceed $10,000 
at each option age. 


© Offers 6 options—at ages 25, 28, 31, 
34, 37, and 40. 


A 


General Agency openings in Wis., Ill., Mich., Ind., Minn. 


WISCONSIN NATIONAL LIFE INSURANCE COMPANY 
OSHKOSH, WISCONSIN 


For details write 


AGENCY DEPT. 



















looking for 

the 

lowest 

rates 

in 

the 
business? 


Compare them all. Our annual rate fora 
$10,000 Whole Life Certificate, age 30, 
is just $190.00 and average annual anti- 
cipated refunds reduce this rate, during 
the first twenty years, to $156.20 net. 






WOODMEN :%: WORLD 


Home Office 1708 Farnam St © Omaha, Ne 
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HEW Chief Strongly For Private Plans 


(CONTINUED FROM PAGE 1) 


encouragement of individual and or- 
ganized voluntary action.” 

Secretary Flemming pointed out that 
steady progress has been made in ex- 
tending and improving voluntary hos- 
pital insurance coverage of the aged 
under non-profit and commercial pro- 
grams, about 49% of those 65 and over 
now having some hospital insurance 
protection. As recently as 1952 the 
percentage was only 25. 

“The most rapid increase in coverage 
has been in the age group 65 to 69,” he 
said. “If the same average yearly in- 
crease in the proportion covered is 
maintained as has been maintained 
during the last few years, private hos- 
pital insurance will reach about 56% 
of the aged population in 1965 and 68% 
in 1970. If the same rate of increase in 
coverage of OASDI beneficiaries that 
was recorded between 1951 and 1957 
continues, about 79% of the aged ben- 
eficiaries group will have some form of 
health insurance by 1965. 

“In view of the special efforts that 
are being made by non-profit plans and 
insurance companies, and in view of the 
experimenting that is taking place with 
new methods for extending coverage, it 
seems to me that we can look forward 


with confidence to 79% of the aged 
having some hospital insurance by 
1965. 


“In the light of this situation, I be- 


lieve it would be very unwise to enact 
HR 4700. There is no question but that 
its enactment would bring to a virtual 
halt the voluntary efforts that are 
moving forward in such an encouraging 
manner...Enactment of HR _ 4700 
would have far-reaching and irrevo- 
cable consequences. It would establish 
a course from which there would be no 
turning back. The opportunity for con- 
tinued growth in coverage of and 
adequacy of voluntary health insurance 
for the aged would have become fro- 
zen in a vast uniform governmental 
system, foreclosing future opportunity 
for private groups—non-profit and 
commercial—to demonstrate their 
capacity to deal with the problem.” 


Asks Aid For Voluntary Plans 


Secretary Flemming concluded his 
statement by saying that instead of 
abandoning voluntary hospital insur- 
ance for the aged in favor of compul- 
sory insurance, every possible effort 
should be made to determine whether 
or not a plan can be developed that 
will strengthen the voluntary approach 
by making adequate protection avail- 
able to a larger percentage of the aged. 

As expected, the AFL-CIO spokes- 
man came out strongly for the Forand 
bill and was scornful toward arguments 
that private insurance can do the job 
better and should be allowed the op- 
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Rates—$22 per inch per insertion—1 inch minimum—sold in units of half-inches. Limit— 

40 words per inch. Deadline 4 P.M. Friday of week before publication in Chicago office— 

175 W. Jackson Blvd. Individuals placing ads are requested to make payment in advance. 
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Successful applicant may now be 





AGENCY DIRECTOR 
$18,000 


Agency Supervisor who has been successful in developing an Agency 
force. This man has the ability, ambition and determination to tackle 
a bigger job but doesn't have the opportunity in his present location. 
A California Life company offers a salary plus commission which would 
result in income of $18,000 in the first or second year, and increasing 
income in future years to the right man. Applicant must have knowledge 
of Ordinary Sales Management. Age 35-45 preferred. Successful appli- 
cant will be part of the top management team in developing and im- 
plementing plans for the sound continuing growth of an established 
company. Replies will be held in strict confidence. Please give complete 
details, including recent photograph, by letter to: Box H-52, c/o The 
National Underwriter Co., 175 W. 


Assistant General Agent, or an 


Jackson Blvd., Chicago 4, Illinois. 














INSURANCE COMPANY WANTED 


Investment Firm interested in the acquisition of 
an Insurance Company which may be expanded 
by additional capital. Write Box H-20, c/o The 
National Underwriter Co., 175 W. Jackson Bivd., 
Chicago 4, Ill. 








ATTENTION MR. PRESIDENT 


Do you need a dependable, qualified and capa- 
ble Life Agency Vice President? Will also con- 
sider position as Resident Regional Director of 
Agencies with headquarters in the central area 
of the United States. Write Box H-53, c/o The 
National Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Ill. 








ATTENTION PLEASE 


Have excellent background of successful home 
office agency work and several years as General 
Agent. Desirous of obtaining position in top 
management in home office agency work in the 
Southwestern part of U.S.A. Reply Box H-46, c/o 
The National Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Ill. 











Agency Man Available 

to head agency department or regional terri- 
tory. Il years home office agency exeprience— 
sales promotion, recruiting, training, supervi- 
sion, 4 years complete charge—last 2 as V. P. 
Age 37, married, college graduate; prefer 
Southwest area. Write Box H-54, c/o The Na- 
tional Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Ill. 
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portunity to prove it can. 

Speaking for the U. S. Chamber of 
Commerce, A. D. Marshall, vice-presi- 
dent of General Dynamics Corp., op- 
posed the Forand bill. He noted that it 
would not be confined to the aged but 
would pay benefits to all beneficiaries, 
young and old, on the social security 
rolls, and also to those who would be 
elig:ble for income benefits if it were 
not for the fact that they were earning 
too much. 

Many other witnesses were on the 
list of those scheduled to be heard, 
including E. J. Faulkner, president of 
Woodmen Accident & Life, represent- 
ing American Life Convention, Life 
Insurance Assn., and Health Insurance 
Assn. His testimony will be reported 
next week, since he was not scheduled 
to be heard until after the current issue 
had gone to press. 


Donohue Heads NALU 
Building Fund Group 


(CONTINUED FROM PAGE 1) 
trustee of NALU. Treasurer is Louis J. 
Grayson, Travelers, Washington, D. C., 
NALU treasurer. 

Other members of the committee 
are William H. Andrews Jr., Jefferson 
Standard, Greensboro, N. C.; David M. 
Blumberg, Massachusetts Mutual, 
Knoxville; Robert S. Clayton, Liberty 
National, Mobile; Robert W. Frye, 
Northwestern Mutual, Denver; David 
B. Fluegelman, Connecticut Mutual, 
New York City; Walter G. Gastil, Con- 
necticut General, Los Angeles: Paul 
R. Green, Aetna Life, Seattle; NALU 
Vice-president William S. Hendley Jr., 
Mutual of New York, Columbia. S. C.; 
E. M. Hicklin, Occidental of North 
Carolina, Burlington, N. C.; Henry A. 
Kirsch, Aetna Life, Shreveport, La.; 
Francis G. McNamara, Old Line Life, 
Waukesha, Wis.; President Pritchard; 
Ellen M. Putnam, National Life of 
Vermont, Rochester, N. Y.; O. P. 
Schnabel, Jefferson Standard, San An- 
tonio; John Z. Schneider, Connecticut 


General, Baltimore; Adon H. Smith 
II, Northwestern Mutual, Charlotte, 
N. C.; Jack A. Stewart, Phoenix 


Mutual, Cleveland; Sam B. Starrett Jr., 
Guarantee Mutual, Omaha; R. B. 
Walker, New York Life, Hollywood, 
Fla.; and R. Edwin Wood, Phoenix 
Mutual, San Francisco. 

The countrywide fund-raising effort 
will be officially kicked off at the 
NALU annual convention, in Philadel- 
phia, Sept. 20-25. Messrs. Donohue 
and Spence will outline their plans to 
the national council Sept. 22 and will 
give specific blueprints for operation 
to association leaders at a special fund- 
raisers’ briefing session on Sept. 23. 

Campaign Director Spence said the 
country as a whole will be divided into 
10 fund-raising areas. Each local and 
state association will have a_ fund- 
raising chairman in charge of activity, 
while the areas will be headed up for 
the most part by NALU trustees. 

The over-all timetable for the cam- 
paign will be keyed to these special 
events: Kick-off at the Philadelphia 
convention, distribution of certificates 
to “charter builders” and kick-off at 
local associations, Oct. 1-15; comple- 
tion of major portion of the campaign 
by Dec. 1; deadline for final payment 
of “charter builder’ contributions 
(for those persons who wish to have 
their names inscribed in bronze in the 
NALU building) by March 1, 1960. 

Preparation of appropriate fund- 
raising promotional materials and 
makeup of campaign organization is 
proceeding at full speed, according to 
Mr. Spence. Architects now are finish- 
ing final plans for the building pre- 
paratory to the asking of construction 
bids. 
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Prof. Upgren Calls 
Chances Of Continui 
Inflation Small 


(CONTINUED FROM PAGE 2) 
not true. This illustrates the adage 
Artemus Ward that “it isn’t wh 
people don’t know hat hurts so my 
as what they know that ain’t so.” 

Then too from early 1952 to eg) 

















1956 we had four years of the miynat m: 
stable prices this country has elf, Jarge 
known. Here we can almost add tifpjant in 


we had price stability from Maniiifpis is il 
we may well say from March 15, 19 
for five years into March, 1956, ; 
other words, the nation required |g 
than a year to bring the Korean pr 
rise fully under control. 





Lauds Truman, Taft 


The date to celebrate here is Ma 
15, then federal tax payment ¢ 
The heroes to be named would ; 
clude, foremost, President Harry 
Truman and the late Sen. Rcbert 
Taft. Never was a more valiant eff; 
in the nation’s interest made by ty 
men of very opposite political persj- 
sion than by these men in getty 
taxes increased to cover the Kor: 
wartime federal expenditures. 

In 1949 net receipts of the fede: 
government were $36.5 billion. 2 
1952 this total of receipts had b 
lifted to $61.4 billion. This was ay 
of practically $25 billion in receip's 
two years. ndicated 
Cites ‘Fiscal Recitude’ his peri 

Receipts now passed the World where was 
II peak ($44.4 billion) by $17 piligeft corn 
or 40%. This is great fiscal rectityp*ability i 
despite the much smaller military gg" [°W P 
of the Korean War. In fiscal 1" 1956, 
(year ending June 30) the budgp@tilities 
was brought into balance. In fact #0" to a 
that year a surplus of $3.5 billion wa" the thi 
produced. This compares with a defi TS€ © 
of $3.1 billion in fiscal 1950. This g™ount of 
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how quickly we raised taxes to ag The & 
inflation. nvestmen 
dequatel; 


Expenditures in the Korean perf: 
reached 75% of World War II’s grap@V8s as 
single year’s expenditure. hart. At 

This heavy rate of taxation stopagy°"Sumer 
the Korean inflationary price rise deaBank Cre 
in its tracks. It did so by March, Iii 
Not until the second quarter of Ii Now w! 
did prices again more modestly spccurred i 


rising. Thus from August, 1948, wi*ilities, 
April, 1956, the price rise was limig'4ted ex 
to that which was spontaneowi!8h-paid 


produced by the outbreak of the wf), Startec 


in Korea. The record, fiscally sped ee 
ing, was as proud as the fighting [his pri 
xpenditur 


Korea. Here we see that the recip®’*. 
stop inflation rests in the three-lé ~~ H) 
tered word: Tax. » thes 


reased by 

Why The 1956-58 Rise? point only 
From April, 1956 to August, Ise one o 
prices did rise. This price rise was! 957-59 ec 
IS mark 


only non-war period of price rise sit 
1948. It was small but we may 4 
Why did it occur? 

In March, 1958 the consumers’ p! 
index stood at 114.7, with practic# 
all the rise from 100.4 in early 
occurring in the first nine months 
the Korean War. 

This index of 114.7 in March, ! 
rose to 123.9 in July of 1958. This 1 
rise of 9.2 points, equal to 8% from! 
March, 1956 level. A little more t 
6% of this price rise took place in! 
and 1957. The remaining 2%, pli! 
little, took place in 1958. 

In 1958 the price level a 
123.9 in July to 123.7 in August. 
lower level has continued to pré eee 
in September and October. Certal es 


pele cer quipraent, 
no marked price rise is expectelfi... gl 
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he next seven months and perhaps 
he next year. 

Is the 8% price rise genuinely serious 
d the forerunner of continued infla- 
jon of prices? Or is this price rise of 
956-58 a separate fact, with separate 
auses that are not likely soon to be 














22) epeated? 

adage™ The cause of the price rise from 
n't whiyg56 to 1958 does not appear to be a 
SO mupontinous “creeping inflation”-inspired 
$0.” ause. To be sure, wages did rise and 
| tO eaihey rose faster than productivity. But 
the mg@iyhat made possible the rise in wages 
has ef, large part was the pronounced new 
add tiblant investment boom by business. 


Nn Manifirpis is illustrated in diagram 1 below. 
1 15, 193 
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period of capital gestation,” always 
tends to lead to a price rise. It is one 
of the oldest explanations of price 
movements that we have in economics. 
What starts the process is a vigorous 
rate of invention and innovation lead- 
ing in turn to the expansion of invest- 
ment in plant facilities. “ 


Credit Supplies Enlarged 


At the same time, the supplies of 
credit are enlarged, but additional 
goods supplies to be produced with 
the new plant facilities are not yet 
forthcoming. In fact, they are not 
forthcoming until the plants are en- 
tirely done. 





H, Investment in New 
Plant in 1958 








Flow of Consumer Goods B. 


Savings Level 


This naturally follows because new 


1956 J The Business Cycle Boom and Decline--1956-1958 
i 90, Leading to Price Inflation and Its Ending 
ulred |: 
rean ph D. Peak in New Plant Investment as 
in 1957 
$37.75 gc i 

i M E. ‘Bank Credit Expanding Here 
1s Ma 
1ent dé : 
would y G. Price Rise of At 

Harry 7 per cent here / 
Robert ! F. Income Rising for Highly Paid 
; ' Work 
iant eff: me Be or ers 
le by ti 
al persist: Prices Stable Here--Completely 
iN gettilf $26.5 billion $28.7 billion C. 
1e Ms in 1952 in 1955 
Ss. Stability here in investment 

plant construction 

he fedeg °"" 
illion. 7 Diagram 1 How Expansion of Investment in New Plant Causes Inflation-- 
had be The Process Revealed 
Was af ‘ F . one 
receip's In diagram 1 there is price stability 


ndicated at point A (1952-1956). In 
his period from 1952 through 1955 
here was, as is indicated in the lower 


ot a eft corner of the diagram, great 
1 rectigptability in the investment by business 


n new plant facilities. Then starting 
n 1956, this investment in new plant 
acilities steadily rose from $28.7 bil- 
ion to a peak rate of $37.75 billion 
billion wal” the third quarter of 1957. This was 
th a deft rise of $9 billion in the yearly 
50. This Amount of such investment. 

es tn The earlier $28.7 billion Tate of 
; “Gnvestment in new plant facilities was 
dequately covered by the level of 
savings as indicated at point B in the 
hart. At the same time, the flow of 
onsumer goods, point C was steady. 


Bank Credit Expanded 


Now when the sharp $9 billion rise 
becurred in expenditures for new plant 
acilities, bank credit (point E) 
was limi tarted expanding and the incomes of 
ontaneoifSh-paid construction workers (point 
of the ) started to rise. This produced a 
ally sped price rise of 1% (point G). 

fighting This price rise continued until plant 
1e recipe xpenditures turned down in 1958 
. threes point H). In the third quarter of 
‘ 958, these expenditures were de- 
reased by $7.5 billion from the high 
boint only a year earlier. Here we 
ee one of the major causes of the 
957-59 economic recession. At first 
is marked decline in new plant 
ecilities investment contributed to the 
ecession and in the third quarter it 
ppears to have contributed to price 
abilization. 


ause Was ‘Very Special’ 


In other words, the price rise of 
956-57 had its very special cause in 
€ pronounced increased outlay in 
lant investment. The comparison of 
is rise in plant investment expendi- 
Te and the rise in the price level is 
Provided in diagram 2 at right. 
Thus we observe that there was a 
odest inflation of prices in 1956 and 
997, but this rise had a special cause 
i to pret the Pronounced expansion of busi- 
rt. Certail ess Investment in new plant and 
expected nt. This expansion, taking 
ae as economists call it in “the 
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plants are not able to produce elec- 
tric current until they are finished 
completely and the switch is thrown 
o: the plant is put ‘on stream” in the 
case of a chemical establishment or 
the vessel is entirely completed in the 
case of a new large oil tanker. 


Calls Cause Non-Recurring 


The cause of the price rise in 1956- 
57 is quite non-recurring. There was 
inflation, but there does not seem the 
prospect for its continuation until we 
have another sharp plant investment 
boom. It is that very boom which 
subsequently increases the flow of 
goods and the efficiency with which 
they are produced. That plant invest- 
ment also increases incomes. All of 
these consequences are good because 
this is in fact the precise way in 
which progress is made in a free, in- 
ventive, and innovating society. 

There can be no question but what 
the level of wages can be advanced 
more rapidly than the nation can ad- 
vance the general average productivity 
rer worker. In such a case, there is a 
tendency towards inflation. However, 
the vigorous rate of business invest- 
ment in new plant and equipment 
ereates the milieu for rising wages in 
‘yat larger degree which tends to 
create rising prices. 


“No Inflation In 1952-56 


Moreover, from 1952 to 1956 busi- 
ross was good and wages were in- 
creased, but there was no inflation of 
prices. The inflation of 1956-57 ap- 
pears effectively to have been brought 
to an end by the Federal Reserve 
System’s tight money policy first insti- 
tuted in 1956 and continued in 1957. 

A final important cause of inflation 
can be excessiveness in the money 
supply. In other words, if the supply 
of money and bank credit is unduly 
large, this in itself might tend to cause 
inflation. Here, however, we find that 
we have fully “lived up to” the larger 
money supply created during and im- 
mediately after World War II. In the 
late 1920s when we did not have in- 
flation, we had roundly a stock of 
$50 billion of money, and money was 


doing about $100 billion of work a 
year. This meant we had about 50 
cents in money for each dollar of work 
money had to do each year. 


Money Supply Not Excessive 


Today our money supply is about 
$220 billion, and the money work we 
are doing is running at the rate of 
$440 billion. Thus the amount of 
money we have today, as in the 1920s, 
is about 50 cents again for each dollar 
of money work to be done today. Thus 
we say there is no pressure from an 
excessive stock of money to drive 
prices up. 

The price history of the U.S., as has 
been shown, has many more years in 
which prices fell than years in which 
prices have risen. To be sure, sirice 
1940 the price rise has been substan- 
tial due to World War II and the 
Korean War. However, that rise was 
very greatly facilitated by the huge 
upvaluation of gold as a deliberate 
“et in the 1930s which so greatly in- 
creased our nation’s gold supply. 


Jeflation More Of A Threat 


This is a policy which the U.S. 
sternly opposes in any form for the 
descernible future. Consequently, we 
face years ahead in which the total 
volume of business will grow, and, 
our problem, to paraphrase Sir Wins- 
ton Churchill’s remark about postwar 
Germany (“The problem will not be 
how to hold Germany down but how 
to hold Germany up’) may very well 
be the problem of avoiding deflation 
rather than avoiding inflation. 

As a nation, we are so sternly set 
against inflation as a matter of nation- 
al will that we may produce conditions 
which could lead to deflation. Cer- 
tainly as the volume of business in 
the U.S. grows toward the $600 billion 
level predicted by Dr. Arthur F. Burns 
for our gross national product in 1966 
and towards the $1 trillion level some- 
time in the decade of the 1970s, our 
problem is going to be how to keep 
up an adequate money supply to fi- 
nance all this increasing volume of 
business without falling prices. We 
have now learned how to use fiscal 
or taxation policy to oppose price in- 
creases. Early in the present decade, 
we released monetary policy from its 
wartime imprisonment so that it could 
be in the service of the nation to op- 
pose inflation. 

The claims which have increasingly 
been made that, because of inflation, 
there are many forms of investment 
to be preferred to life insurance is not 
a well-supported claim. In the history 


How Plant Investment Expansion--A Necessary 
Condition for Economic Growth--Causes Prices 
to Rise as Long as the Plant Investment 
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of the U.S., these claims are not well 
founded, and they can be dangerous 
as a guide to wise policy for the fami- 
ly wishing to establish economic pro- 
tection for all of its members. 

““It is certainly true that common 
stocks have a place in an investment 
program of a family with a growing 
and expanding income as is the typ- 
ical situation in the U.S. But prior to 
embarking upon such_ investments 
should come an adequate program of 
life insurance, as this is the only way 
in which the earlier years protection 
can be provided in amounts greatly 
in excess of funds available and ex- 
pended for that purpose. 


Represents Safety, Assurance 


Life insurance represents safety and 
assurance of economic protection. That 
protection is afforded in much larger 
amounts when it is first bought. 
Then, of course, it is needed the most. 
One of the most emphatic reasons call- 
ing for a constantly expanding life in- 
surance program is the fact of the typ- 
ical expanding income of the typical 
American family. As that income ex- 
pands, and out of its proceeds, it is 
entirely possible to provide life insur- 
ance protection in an amount which 
will fully cover any possible antici- 
pated price increase in the discern- 
ible future. By “discernible future” is 
meant a period of 15 or 20 years 
ahead. 

In these years, the economy is go- 
ing to expand and advance vigorously. 
The figures on the average family in- 
come in America are illustrative here. 

Earlier it was shown that average 
family income in the U.S. had risen 
from $4,130 to $6,130 in 1957. This will 
continue to a level of about $7,130 in 
1965. All of this rise can occur with- 
out inflation, and yet can serve to 
finance an adequate life insurance 
program for the average American | 
family. 


Birmingham CLUs Elect 


Birmingham chapter of CLU has 
elected Frank Williams, Prudential, 
president. Emmett Kirkland, Guardian 
Life, is vice-president, and Harmon 
R. Berger, New York Life, secretary- 
treasurer. 


Lincoln Natl. Slates ‘69 Meetings 

Lincoln National will hold sales con- 
ferences in 1960 at Colorado Springs, 
June 8-11; Los Angeles, June 14-17, 
Hot Springs, Va., June 26-29, and 
Atlantic City, July 6-9. 















Movement in 


Investment Expansion Continues the Price 
in New Plant Index 
Facilities-- (1947-1949) 
A 
Yearly Rate Amount of Business ey 
Investment in New 
Plant Facilities 
30 +- 


Plant Investment Steady Here 


25 +9— e ° 





Price Stability Here 





Diagram 2 








+- 120 


The Price Index 


+ 115 








1952 


1955 


1956 1957 1958 


The Relation of Increasing Investment by Business in 
New Plant and Equipment to Changes in Price--1955-1958 








One of Fanny Brice’s cleverest acts 
was to call The Man from Equitable 


Fanny Brice’s wit swept her through comedy suc- 
cesses on stage, screen, and radio. Her wisdom led 
her, among other things, to call The Man from 
Equitable. Like many other famous entertainers 
she wanted not only continuous protection, but 
guaranteed funds that could be used for emergen- 
cies, retirement, and so forth. Today more people 





are buying this Living Insurance than ever before. 
And more people are hearing about it, too—on 
DOUGLAS EDWARDS WITH THE NEWS, over the entire 
CBS-TV network. No wonder so many underwrit- 
ers enjoy being The Man from Equitable! ©1959 
The Equitable Life Assurance Society of the United 
States. Home Office : 393 Seventh Ave., N.Y. 1, N.Y. 


Living Insurance from EQUITABLE 
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